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NEWTON TELLS AGENCY OFFICERS: 





Industry Needs To Do Vastly More 


In Running Interference For Agent 


The life insurance industry needs to 
do vastly more than it has in running 
interference for 
the agent so he can 
score effectively, 
according to Exec- 
utive Vice-presi- 
dent Blake T. 
Newton Jr. of In- 
stitute of Life In- 
surance. 

Addressing the 
American Life 
Convention Agen- 
cy Section during 
the ALC annual 
meeting in Chica- 
go, Mr. Newton said the job of public 
education and shaping public attitudes 
has pretty largely been left to the 
agent. While much Fas been done by 


Tobin Expresses 
Concern About 
Downtown Loans 


Insurance companies are having 
trouble finding good loans in the cen- 
tral business districts of major cities, 
Howard J. Tobin, vice-president of 
Northwestern Mutual Life, told the 
Regional Mortgage Clinic meeting at 
Milwaukee. 

Mr. Tobin said he questioned wheth- 
er central business district property 
owners and tax officials realize the 
full impact of decentralization on down 
town buildings. Northwestern Mutual 
has faith that central business district 
owners will meet this problem, he said. 
The company has followed the pattern 
of decentralization, investing in shop- 
ping centers, supermarkets and even 
in free standing stores in suburban 
areas, but is seeking and making loans 
on downtown properties. 


Good Record Mandatory 


The speaker said Northwestern Mu- 
tual has $740 million invested in 76,- 
000 residential loans. “We expect bor- 
towers to have 60 to 70 times annual 
Income over monthly debt payments. 
A good past payment record is man- 
datory. We will take a long risk if 
Property is very good.” On conven- 
tional properties, Mr. Tobin said his 
company is particular about locations 
and shuns heavy traffic areas. It favors 
garden type multi-family property with 
features such as sound proofing, private 
patios and swimming pools. 

Low interest rates, Mr. Tobin de- 
clared, are not a desirable economic 
condition. Low interest rates, prevalent 
in recessions, depressions or in arti- 
ficially maintained conditions by the 
sovernment,: bring on inflation. Low 
interest rates are therefore an unfa- 
vorable sign. 


Blake T. Newton Jr. 





the agent, the dimensions of the job are 
too big for him, and ‘‘we must redress 
the balance of responsibility if we ex- 
pect the public to improve significantly 
in its understanding and appreciation 
of our service,” he warned. 

Mr. Newton pulled no punches in 





ALC Annual 
Meeting 
Report Begins On Page 12 











stating the problem or in saying what 
he feels should be done about it. He 
made it clear that he was not talking 
merely about advertising but about 
everything that has a bearing on the 
kind of public attitude the agent is 
up against when he is out to make a 
sale. 

“While our annual expenditure for 
the maintenance and operation of our 
agency operation exceeded $2 billion 
in 1959, less than 5% of this amount 
—a 1 to 20 ratio—was expended in 
preconditioning and educating the pub- 
lic so that such an enormous expendi- 





Grubbs Issues 
Show-Cause Order 
To W.O.W., Omaha 


Nebraska Director Grubbs has or- 
dered Woodmen of the World Life of 
Omaha to show cause why its license 
should not be revoked and the society 
liquidated or “other delinquency pro- 
ceedings” instituted. 

He said an examination now in 
progress discloses conditions ‘which 
hamper the efficient and orderly trans- 
action of the business and affairs” and 
“endanger the assets” of the society. A 
hearing has been ordered for Nov. 21. 

The show-cause order listed the 
following “circumstances and condi- 
tions” which prompted the action: 


Failed To Appear 


—Officers and directors inhibited an 
examination of the society’s records 
by failing to appear at a hearing called 
by Mr. Grubbs last March 21. 

—Daniel D. Macken, vice-president 
and actuary; Robert L. Kirk, secretary, 
and William H. Martin, treasurer, re- 
fused to answer questions at a meet- 
ing Sept. 15 with the insurance direc- 
tor, including queries into a $900,000 
loan made by the society. 

—Records of the society were “re- 
moved from the possession of” John 
P. Neilan, examiner for the department 
on Sept. 26 by the society’s general 
attorney, George Owen. 

—Funds have been “misapplied con- 
trary to the interests of the certificate 
holders of the society” as a result of 


(CONTINUED ON PAGE 41) 


ture could be fully effective,” he point- 
ed out. 

“We have long known that life in- 
surance must be sold—person to per- 
son—but we have relied too long and 
too much upon the naked agent to get 
the job done. No other enterprise in- 
terested in mass distribution has re- 
lied so extensively upon its salesmen 
to transmit its message. 

“I’m not simply talking here about 
the need for more direct sales aids or 
improved training. I’m talking about 
the need for atmosphere-building that 
precedes and accompanies our field 
man to the point of sale: constant, 
unremitting, continual public educa- 
tion, through all available media, on 
the blessings of adequate insurance 
and the curse of inadequacy, to the 

(CONTINUED ON PAGE 29) 


Credit Card Can Be 
Useful Insurance 
Mechanism: [AHU 


Credit cards can perform a service 
in consonance with insurance and with 
public interest, according to a resolu- 
tion adopted by International Assn. 
of Health Underwriters, which outlined 
proper uses of the mechanism. The 
statement of the IAHU board, which 
met at Chicago this week, also con- 
demned abuses of credit cards when 
employed as a gimmick to promote 
sales. 

The health insurance organization 
approved of the credit card method 

(CONTINUED ON PAGE 41) 





Actuaries Chicago 


Annual Covers 
Multitude Of Topics 


D. N. Warters Ils Named 
President; W. A. Jenkins 
Becomes President-Elect 


At the annual meeting of Society of 
Actuaries, held in Chicago, a panel dis- 
cussion of health insurance and _three 
simultaneous sessions on ordinary in- 
surance, employe benefits, and elec- 
tronics were featured. 

James E. Hoskins, Travelers (re- 
tired), outgoing president, opened the 
meeting and presided over the busi- 
ness session and the presentation and 
discussion of papers. Vice-presidents 
W. A. Jenkins, Teachers Insurance & 
Annuity Assn., and T. E. Gill, London 
Life, presided over the remainder of 
the meeting except for the panel dis- 
cussion and the simultaneous sessions 
where individual chairmen were des- 
ignated. 


Discusses Meeting Techniques 


In Mr. Hoskins’ presidential address 
he discussed the use of simultaneous 
sessions at large meetings and the 
holding of several meetings in differ- 
ent areas as measures calculated to 
stimulate free discussion and participa- 
tion by those in attendance at the 
society meetings. He also reported that 
the number of students entering the 
high-school mathematics contest which 
the society co-sponsors with Mathema- 
tical Assn. of America has increased to 
150,000 and since the advent of the con- 
test there has been a sharp incfease in 
the number of candidates writing part 
2 of the society’s examinations. 

The society elected as president for 
the next year Dennis N. Warters, pres- 

(CONTINUED ON PAGE 38) 





Robert S. Oel- 
man, president and 
chief executive of- 
ficer National Cash 
Register, cuts the 
ribbon dedicating 
American United 
Life’s million dol- 
lar electronic data 
processing center 
at the home office. 
Clarence A. Jack- 
son, president and 
chairman Ameri- 
can United, awaits 
his turn to push 
the button starting 
the system. Manu- 
factured by Na- 
tional Cash Regis- 
ter, the system 
now maintains 
over two million 7 
records of Ameri- be 

can United on 15 
reels of magnetic 





tape. During a runthrough at the dedication, the system computed the com- 
pany’s federal income tax liability in five seconds. 





Argue Conn. General 
Appeal To Purchase 
Property Subsidiary 


The final phase of round two in 
Connecticut General’s fight to form or 
purchase a fire and casualty company 
came to a head last week in the appel- 
late division of the New York supreme 
court, when both sides in the case 
Connecticut General and New York 
state’s superintendent of insurance— 
presented their oral arguments. 

Virtually all arguments from both 
sides were contained in the briefs pre- 
viously presented to the court. In fact, 
the court, on one occasion, interrupted 
Connecticut General’s attorney, point- 
ing out that his line of argument was 
already in a filed brief. 

Connecticut General hammered 
away at the “equal protection” clause 
of the constitution, saying that all it 
really was asking for was to enjoy the 
same position as its competitors—Aet- 
na Life and Travelers, both of which 
control fire and casualty companies 
operating in New York state. 





Aetna Life, Travelers Cited 


It was on this point that five justices 
comprising the court repeatedly asked 
for clarification. At one point, the 
court put the problem in the form of a 
series of questions. If Aetna Life and 
Travelers are conducting fire and cas- 
ualty business in New York through 
companies they control, are they doing 
so illegally? Connecticut General’s an- 
swer to that question was to the effect 
that both companies were operating 
legally. A similar question was put to 
Assistant Attorney General Bernstein, 
for the superintendent, and his an- 
swer was that no illegality was in- 
volved. 

He said the insurance department 
and the courts are dealing with the law 
as it exists today, and although there 
can be no complete rationalization for 
the existence of the Aetna and Travel- 
ers fire and casualty subsidiaries, their 
presence in New York was a fact of 
life even before the prohibition against 
life companies owning fire and casual- 
ty subsidiaries went into effect. 

Again the court asked, if the super- 
intendent was not in error to annually 
renew Aetna’s and Travelers’ licenses. 
Mr. Bernstein answered that he real- 
ized the law as it stands is not the 
“best possible situation,” but that al- 
lowing Connecticut General the same 
privilege as the other two insurers 
would only compound the problem. 

The court alsc asked Mr. Bernstein 
if there was any prohibition against 
fire and casualty,companies buying life 
insurance company subsidiaries, to 
which he answered “no.” 

Nevertheless, the court said, using 
Mr. Bernstein’s definition then, a fire 
and casualty company could trans- 
act life insurance business as well as 
fire and casualty business. This, Mr. 
Bernstein said, is true, but the insur- 
ance department felt it did not want 
a life company taking the financial risk 
that controlling ownership in a fire 
and casualty company would involve. 
A fire and casualty company investing 
in control of a stock life company might 
be taking some risk, but the very na- 
ture of its business did not require it to 
take as conservative an investment ap- 

- proach as is necessary for life com- 
panies. 


National Travelers Life had $43,065,- 
749 of paid-for new business in Au- 
gust, up 40% 


from August, 1959. 
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Kansas City Life Scores A ‘First’ 





Harry W. Kenney, controller, (left) points out a feature of Kansas City Life’s 


} 8 






newly installed Remington Rand Univac solid-state computer to J. L. Batchler, 
vice-president and secretary; W. E. Bixby, president, and J. A. Budinger, ex- 
ecutive vice-president. Unidentified girl worker keeps eyes glued to one of the 
computer’s four basic components. The term “solid-state” refers to the fact 
that the thousands of electron tubes standard in most computers today have been 
replaced by components such as transistors and Ferractors whose action de- 
pends on the contolled flow of electrons in solid substance. The company notes 
that no employe was discharged as a result of the computer installation. Kansas 
City Life is the first life company in the U. S. to install this type of computer. 





Nearly 500 Expected 
At Annual Of Medical 
Directors, Oct. 19-21 


Nearly 500 life insurance physicians 
and their guests are expected to attend 
the annual meeting of Assn. of Life 
Insurance Medical Directors at the 
Statler Hilton Hotel, New York, Oct. 
19-21. 


Wednesday Program Given 


On Wednesday morning, following 
the election of officers, a report on 
the Life Insurance Medical Research 
Fund will be given by its scientific 
director, Dr. Francis R. Dieuaide. Dr. 
Stanley E. Bradley, chairman of the 
department of medicine of the college 
of physicians and surgeons of Colum- 
bia University, will discuss the re- 
search fund from a scientific inves- 
tigator’s point of view. Next, Dr. M. 
Henry Clifford, Union Central Life, 
will speak on alcoholism. 

The Wednesday afternoon program 
will include a talk on higk blood pres- 
sure vs hypertensive disease by Dr. 
George A. Perera, professor of med- 
icine of the college of physicians and 
surgeons of Columbia University, and 
a panel discussion on modern concepts 
of non-medical underwriting. Dr. 
Whitman M. Reynolds, Equitable So- 
ciety, will be moderator and panel 
members will be Dr. Van W. Gunter, 
Jefferson Standard Life, and Dr. John 
S. Winder, London Life. 


Motion Picture On Program 


On Thursday morning there will be 
a showing of the motion picture, “The 
Disability Decision,” produced by the 
Social Security Administration in co- 
operation with American Medical Assn. 
Dr. William Roemmich, chief medical 
consultant of the division of disability 
operations, bureau of OASI, will com- 
ment on the film, followed by Dr. Wil- 
liam Parson, professor of medicine of 
the University of Virginia, who will 
discuss obesity. A panel on corres- 
pondence with the applicant’s phys- 
ician will include Dr. Francis P. Bick- 
nell, State Mutual Life, moderator; Dr. 
Kendall B. Vaughan, Occidental of 
California, and Dr. Raymond K. Farn- 
ham, Metropolitan Life. 

At the reception and dinner Thurs- 
day evening, Dr. William B. Bean, 
chairman of the department of in- 


Keynoter Set For LIAMA 
Annual; Forum Covering 
Legislation Scheduled 


J. Harry Wood, managing director 
of LIAMA, will deliver the keynote 
address at the association’s annual 
meeting, Nov. 15, in Chicago. The con- 
ference begins Monday with a full 
day of committee meetings and the 
general sessions begin Tuesday morn- 
ing. 

Following Mr. Wood’s speech, a leg- 
islative forum will have as chairman 
John Barker Jr., New England Life. 
Forum participants will include W. 
Douglas Bell, managing director of 
Canadian Health Assn.; Robert R. Neal, 
general manager of Health Insurance 
Assn.; W. Lee Shield, executive vice- 
president of American Life Conven- 
tion, and Eugene M. Thore, vice- 
president and general counsel of Life 
Insurance Assn. 


Johnson Will Speak 


At the fellowship luncheon Tuesday, 
LIAMA President Raymond C. John- 
son, New York Life, will deliver his 
presidential address. 

Manpower problems will be dis- 
cussed on Tuesday afternoon by S. 
Rains Wallace, LIAMA’s director of 
research; Brice M. McEuen, Lamar 
Life; Kenneth W. Perry, Massachu- 
setts Mutual; Ora W. Walk, South- 
western Life, and R. W. Donaldson, 
Pilot Life. 


Schriver Will Close Session 


Lester O. Schriver, managing direc- 
tor of NALU, with a speech titled 
“Amicus Curiae,” will close the Tues- 
day afternoon session. 

Details of Wednesday and Thurs- 
day sessions will be announced later. 





ternal medicine of the University of 
Iowa, will speak on medicine’s “for- 
gotten man’’—the patient. 

On Friday, Dr. John C. Talbot, Pa- 
cific Mutual Life, will comment on the 
cost of substandard coverage, and will 
be followed by a discussion by Dr. 
David J. Breithaupt, Manufacturers 
Life. Dr. John H. Talbott, editor of the 
Journal of the AMA, will speak on 
medical journalism and AMA. Final 
speaker will be Dr. Joseph W. John- 
son, Interstate Life & Accident, who 
will discuss psychiatric terminology. 


October 15, 196 


J. E. Hellgren Again 
Head Of Insurance 
Economics Society 


J. E. Hellgren, 2nd vice-president o; 
Lumbermens Mutual Casualty, Was 
reelected president of Insurance Ego. 
nomics Society of America at its annual 
meeting at the Edgewater Beach Hp. 
tel, Chicago 

Other officers are W. J. Hamrick, 
senior vice-president Gulf Life, 1g 
vice-president; J. W. Scherr Jr., chair. 
man Inter-Ocean of Cincinnati; 2nq 
vice-president and H. O. Fishback Jr, 
vice-president Northern Life of Seattle 
secretary. 

Elected to the executive committe 
for three-year terms were Edwin W. 
Craig, chairman National Life & Apc. 
cident, John T. Acree, president Lin- 
coln Income Life; W. D. Grant, 
president Business Men’s Assurance: 
James Powell, vice-president Provident 
Life & Accident and Frank S. Vander- 
brouk, president Springfield-Monarch, 


Hellgren Lists Achievements 


In his presidential address Mr. Hell- 
gren detailed the work performed by 
the society during the past year and 
paid tribute to the successful achieve. 
ments of the organization under its 
managing director, E. H. O’Connor, 

Before a well attended meeting Mr. 
O’Connor reviewed the 1960 legislative 
developments and reported that all 
bills pertaining to compulsory cash 
sickness insurance failed of passage 
where introduced in state legislatures 
in the 1960 session. He also pointed out 
that no state has adopted a compulsory 
sickness plan since 1949 although dur. 
ing this span of 11 years 191 such bills 
have been introduced in 21 state legis- 
latures 


Will Hear More Next Year 


In his report on the Washington 
scene Mr. O’Connor covered the devel- 
opments on the issue of medical care 
for the aged and the proposal that was 
finally enacted into law. He opined 
that “we have won the first skirmish” 
but will no doubt hear much more 
about this issue in the new Congress 
that convenes in January. 

E. J. Faulkner, president Woodmen 
Accident & Life, headed the nominat- 
ing committee. 


HIA Individual Forum 


Lunch To Hear Young 


Ronald Young, appearing through the 
courtesy of General Motors Corp., will 
be the speaker at the luncheon Tuesday 
of Health Insurance Assn.’s individual 
insurance forum in Chicago, Oct. 24- 
26. The subject of Mr. Young’s address 
will be “The American Way of Life in 
World Leadership.” 

Mr. Young, a doctor of philosophy, 
has lectured throughout the United 
States and Canada for the past VW 
years, including a period of service 
during World War II as a lecturer 10 
the interest and sale of war savings 
bonds. 

Wednesday morning, the first speak- 
er will be Dr. Russell B. Roth of the 
Hess clinic of St. Vincent’s Hospital, 
Erie, Pa., discussing ‘Medical Public 
Relations—An Oblique View.” Davis 
W. Gregg, president of American Col- 
lege, will speak on “Greater Emphasis 
on Health Insurance,” and Dr. Clement 
G. Martin, medical director of Contin- 
ental Casualty, will review “medical 
Developments Affecting Morbidity.” 








Octobe: 
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LIFE INSURANCE EDITION 


ASK YOUR SECRETARY FOR 
PENSION TRUST PROSPECTS 


... THEY’RE ONLY A FILE AWAY 


Nearly all your business clients are prospects for Pension 
Trusts, for even a firm with only one employee may qualify. 
You’ll find a lot of interest in these Travelers plans since there 
are numerous advantages—especially favorable tax advantages 
—for both employer and employee. 


There are many sound benefits for you, too. Commission 
earnings from Pension Trusts are high. Selling and servicing 
these plans enhance your reputation and open doors to addi- 
tional sales opportunities for other forms of personal and 
business insurance. 

To serve you and your clients better, The Travelers has broad- 
ened its Pension Trust Program and expanded its facilities. 
Why not put your clients and prospects under The Travelers 
umbrella for Pension Trusts...and all forms of insurance. 
Get in touch with The Travelers Branch Office or General 


Agency nearest you. 
cH 
THE TRAVELERS pV 


Insurance Companies 


HARTFORD 15, CONNECTICUT 














Chairmen Of NALU 
Committees Named 


WASHINGTON, D. C.—Chairmen of 
standing and special committees of 
NALU have been appointed by Presi- 


dent William E. North, New York 
Life, Evanston, Il. 

Chairmen of standing committees 
are Thomas R. Buchanan, New York 
Life, Washington, D. C., affairs of 
veterans and servicemen; Joseph B. 


Davis, Home Life of New York, De- 
troit, agents activities; R. L. McMil- 


lon, Business Men’s Assurance, Abi- 
lene, associations; Robert W. Frye, 
Northwestern Mutual, Denver, con- 


vention program; Jack A. Stewart, 
Phoenix Mutual, Cleveland, education 
and training, and John Z. Schneider, 
Connecticut General, Baltimore, estate 
planning. 

Also David M. Blumberg, Massachu- 
setts Mutual, Knoxville, federal law 
and legislation; R. Edwin Wood, 
Phoenix Mutual, San Francisco, field 
practices; Louis J. Grayson, Travelers, 
Washington, D. C., finance, and Clyde 
A. Connaughton, Metropolitan Life, 
Shreveport, health insurance. 

Philip A. Hoche, Kansas City Life, 
Orlando, Fla., membership; William S. 
Hendley Jr., Mutual of New York, 
Columbia, S. C., past presidents and 
public relations; William H. Gatling, 
Jefferson Standard Life, Norfolk, qual- 
ity business; Francis G. McNamara, 
Old Line Life, Waukesha, Wis., state 
law and legislation, and Mrs. Sophie 
L. Baranski, Prudential, Plainfield, 
N. J., women underwriters. 


Special Committees 


Chairmen of special committees are 
Isaac A. Kibrick, New York Life, 
Boston, aging; Herbert J. Baum, Pro- 
tective Life, Birmingham, Ala., cred- 
entials; Spencer L. McCarty, Provi- 
dent Mutual, Albany, group insurance; 
Miss Ellen M. Putnam, National Life 
of Vermont, Rochester, N. Y., industry 
problems; Louis J. Grayson, Travelers, 
Washington, D. C., membership dues 
structure, and Paul R. Green, Aetna 
Life, Seattle, NALU endowment fund. 

Edward L. Allison, Northwestern 
Mutual, Tulsa, practical politics; Ar- 
thur W. Defenderfer, John Hancock, 
Washington, D. C., property; Charles 
Anchell, New York Life, New York, 


relations with National Assn. of In- 
vestment Companies; R. L. McMillon, 
Business Men’s Assurance, Abilene, 
Tex., research and planning; Albert C. 
Adams, John Hancock, Philadelphia, 
social security, and Robert S. Clayton, 
Liberty National Life, Mobile, special 
awards. 


Mutual Benefit Guarantees 
Group Major Medical Rates 


For Three-Year Period 

Mutual Benefit Life has developed 
a stabilized premium rate structure 
for its major medical coverage. The 
new structure was introduced at the 
company’s annual group sales confer- 
ence at the Oysters Harbors Club, 
Osterville, Mass. 

The new plan guarantees premium 
rates on group major medical cover- 
age for a three-year period instead of 
the customary one year. 

In addition, major medical coverage 
for groups of 10 to 25 employes as a 
supplement to local group Blue Cross 
and Blue Shield plans is now being 
offered by Mutual Benefit. 

Robert C. McQueen, vice-president, 
group, said at the meeting that group 
in force has risen 46% over 1959 fig- 
ures. 


HIA Directory Published 


The 1960-61 edition of the directory 
of Health Insurance Assn. has just 
been published, and is in the process 
of being distributed to member com- 
panies. 

The 114-page booklet includes a 
roster of HIA members, listed alpha- 
betically and geographically, the names 
and affiliations of the directors, names 
of staff members of HIA and Health 
Insurance Institute, the members and 
standing committees of the associa- 
tion, the HIA constitution, code of 
ethical standards, and other informa- 
tion describing the work and activ- 
ities of the association. 


LOMA. Graduates To Meet Oct. 18 

Society of LOMA Graduates’ first 
meeting of the administrative year, a 
dinner, will be held in dining room 
“A” of New York Life’s home office, 
Oct. 18 at 5:45 p.m. A panel on New 
York Life’s housing developments will 
be led by Mendes Hershman, 2nd 
vice-president. 
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U. Of Mich. Sociologist 
Says Medical Care Act 
Won't Reach Potential 


Potential costs of meeting the medi- 
cal care expenses of the aged through 
public assistance type programs like 
the one recently enacted by Congress 
have been estimated at $1.5 to $2.5 
billion annually by Prof. Wilbur J. 
Cohen of the University of Michigan 
school of social work. 

Writing in Public Welfare magazine, 
he says: “It is reasonably certain that 
the states will not be able to meet 
their share of such costs and hence 
the potential will not be realized.” 

Unlike social security, which is fi- 
nanced through contributions by those 
covered, public assistance type pro- 
grams like the medical care act rely 
on general tax revenues for their fi- 
nancing. “By rejecting the contribu- 
tory social security approach. ... and 
instead extending the public assistance 
approach, Congress flaunted the prin- 
ciples it has reiterated on several oc- 
casions,” Prof. Cohen comments. “How- 
ever, it should be recognized that this 
same experience occurred in 1950, 
when Congress rejected disability in- 
surance and enacted disability assist- 
ance, only to make disability insur- 
ance the basic program in 1956. 


Important Principle 


“The 1960 legislation does introduce 
some important new principles: the 
abolition of any residence requirement 
for medical assistance, the provision 
of the federal financial share for med- 
ical assistance without any dollar max- 
imum, and the introduction of the in- 
centive principle in the old age, sur- 
vivors and disability insurance retire- 
ment test. 

“Moreover, the abolition of the age 
50 limitation on disability insurance 
benefits is a notable achievement. Four 
years ago, this program was enacted 
in a most controversial and close de- 
bate, passing the senate with only one 
vote to spare. “Yet, despite the opposi- 
tion of the medical societies, insurance 
companies and employer groups to its 
enactment, the administration of this 
program has been a success,” he de- 
clares. “Its extension this year is ample 
testimony to the fact that each step in 
the evolution of social legislation is 
won the hard way, over tremendous 
opposition and criticism. Then, when 
enacted, it eventually becomes part 
and parcel of the American way of life 
and accepted by most of those who 
originally opposed it.” 


Georgia International Raises 
Age Limits On Decreasing Term 
Georgia International Life has raised 
its upper age limits five years on de- 
creasing term plans for both men and 
women, as follows: 10-year mortgage 
and family income, to issue age 65; 
15-year mortgage and family income 
to age 60; 20-year mortgage and fam- 
ily income to age 55; 25-year mort- 
gage and family income to age 50, 
and 30-year mortgage and family in- 
come to age 45. 


New Insurance Phone 
Book Of Pittsburgh 


The Pittsburgh Insurance Telephone 
Directory has just been published by 
the National Underwriter Co. In it are 
the names, addresses and telephone 
numbers of persons active in Pitts- 
burgh insurance. Copies may be ob- 
tained for $1 each from the National 
Underwriter Co., 420 East Fourth 
Street, Cincinnati 2, Ohio. 
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St. Louis Health Men 
Hear Problems Which 
Confront Underwriters 


Underwriting impaired risks is ex. 
acting, and it is an area where mis. 
understanding between the _ under. 
writer and the field man is apt to 
develop, Frank R. Thomas, vice-presgj- 
dent of underwriting North American 
Life of Chicago, said in his talk at the 
September meeting of St. Louis Assn, 
of A&H Underwriters. Because of the 
absence of reliable morbidity tables, 
the underwriter must play it by ear, 
and however sound his decision may 
be, it may frequently disagree with the 
action taken by a competitor. 

Commenting on problems encount- 
ered by his company, Mr. Thomas said 
the first thing an underwriter looks 
for in reviewing an application for 
health insurance is the agent who 
wrote it. “If the agent submitting the 
case has the reputation for sincerity, 
honesty and fair play, the underwriter 
is going all out to get that case through 
on the best terms possible. If the agent 
has built up an opposite reputation, 
two strikes are against him at once,” 
he said. “I am happy to say the latter 
are decidedly in the minority,” he 
added. 

He said his company regards the 
soliciting agent as the “first line of 
defense.” If the policy does not require 
a medical examination and the appli- 
cation reveals no history of impair- 
ment, the policy is usually approved. 

Sometimes, he said, the agent may 
not be at fault, and the applicant's 
complete medical history may be un- 
known to him. This is not easy to de- 
tect and may not be discovered at all 
until a claim is submitted. 

Mr. Thomas said the real problem 
for the underwriter is to determine 
whether it is in the interest of service 
to the agent to overlook seemingly 
minor impairment histories or to in- 
vestigate them all and run the risk of 
making the agent unhappy to the 
point of losing him to a competitor. 
The alternative is to issue the policy, 
and if withheld information is devel- 
oped when a claim comes in, deny the 
claim and not only have an unhappy 
agent but also a disgruntled policy- 
holder. 


American Life (N.Y.) Adds 
Four Riders To A&S Plans 


American Life of New York has 
added a series of riders to its A&S 
policies. They are a sickness partial 
disability, maternity exclusion, re 
duced total disability and ownership 
riders. 

The partial disability rider for sick- 
ness extends the form of coverage to 
American’s “Guaranteed Renewable 
Income Protector” policy. The mater- 
nity exclusion rider enables the in- 
sured to obtain family hospital expense 
coverage at reduced rates by deleting 
the maternity benefit from the policy. 

The reduced total disability rider 
permits the company to write five- 
year, two-year and one-year accident 
total disability limits on its “Schedule 
Disability” policy at a reduced pre- 
mium. The ownership rider enables 
an individual to purchase A&S cov- 
erage for another person, where there 
is legitimate insurable interest. 








Minneapolis CLU Luncheon 

MINNEAPOLIS—CLU designations 
were conferred on 23 at a lunche0l 
here, presided over by Davis W. Gregé; 
president American College. Thre 
others received diplomas in agency 
management. 
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CHARLES L. CRUMBLEY 


Associate General Agent 
Charles Crumbley had no 
previous life insurance 
experience. 


Here is a record of his 
earn'ngs as reported to 
the Department of 
Internal Revenue. 


ORG C8 ee es $ 8,131.88 
1957. ....... 10,791.94 
1958. ...... - 10,468.77 
1959. . 2 ees 17,123.98 
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My clients are proud 
of what they own... 


Laurel, Mississippi 
August 13, 1960 


Mr. Charles Becker, Jr., Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois . 


Dear Chas: 


I have just moved into my new “Franklin home.” 
My wife and I never dreamed that in five short years 
we would enjoy such prosperity, with such a rosy 
future ahead. I feel that I am extremely lucky to 
be associated with Franklin. 

It was our “Specials” that did it. I left a good 
“job” in advertising because I fell in love with the 
Franklin specials, and their tremendous public ap- 
peal. And I regularly get a big “bonus” in the con- 
stant and generous Home Office cooperation. We 
have the finest sales aids in the industry, and our 
warmly motivating and practical audio-visual pres- 
entations are tremendously helpful— to me and my 
clients. 

Approximately 95% of my sales are on Franklin 
specials, and their terrific acceptance has given me 
excellent persistency. My clients are proud of what 
they own, and anxious to tell their friends. 

These special Franklin advantages have enabled 
me to give time to civic work. Last year while serv- 
ing as State President of Mississippi Jaycees— 
traveling over 40,000 miles—I still had my best earn- 
ing year, a 60% increase over the previous. This 
year, despite building a new home and being elected 
National Vice President of the U. S. Jaycees I expect 
to at least equal, and probably exceed, last year; and 
to again qualify for Franklin’s Million Dollar Con- 
ference. 

I am sincerely thankful for all that Franklin has 
made possible for me and my family. 

Cordially, 
Charles L. Crumbley 


An agent cannot long travel at a faster gait than the company he represents! 


















HIB A 


CHAS, E, BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


VIKILEN WIE comeany” 


DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwritina of Ordinary and Annuity plans 
Over Three Billion Eight Hundred Million Dollars of Insurance in Force 
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Saunders’ Perjury 


Conviction Reversed 

AUSTIN—J. Byron Saunders, for- 
mer chairman of the old Texas board 
of insurance commissioners, won re- 
versal of a two-year prison term con- 
viction for perjury before a legislative 
committee in a split decision handed 
down by the court of criminal appeals 
here. 

The majority opinion held that Mr. 
Saunders was not guilty of perjury but, 
if anything, of false swearing in tes- 
timony given in 1957 during a probe of 
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a special house committee into the col- 
lapse of ICT and other BenJack Cage 
concerns. It upheld the contention that 
Mr. Saunders could not be guilty of 
perjury, even though he might have 
sworn falsely, because perjury could 
be committed under existing statutes 
only by false testimony in a judicial 
proceeding. It was held that interro- 
gations by a legislative committee are 
not embraced by the perjury act. 

If made final, the ruling also would 
bar prosecution on similar perjury 
charges against another board chair- 
man, Garland A. Smith, and his son- 


in-law, Max W. Rychlik, who also tes- 
tified during the probe. 

Les Procter, Travis County district 
attorney, said the state would seek a 
rehearing. 


Detroit Cashiers Elect 

Anita DeGeorge, Connecticut Gen- 
eral, has been elected president of De- 
troit Life Agency Cashiers Assn. Oth- 
er officers are R. W. Cunnington, 
Great-West Life, vice-president; Char- 
lotte R. Beardsley, Prudential, secre- 
tary; and Robert G. Cooper, Manu- 
facturers Life, treasurer. 





Our 


Bases 


Are (iovered 


The growth and development of the Equitable 


Life Insurance Company of Iowa have been 
steady and sound. Starting in 1867 with opera- 
tions confined to one state, the Equitable has 


expanded until today our bases throughout 
the nation are covered. The guiding policy — 


as laid down by the founders — the determina- 


tion to serve our policyholders faithfully and 
well has never changed. Today, after years 
of strict adherence to this basic policy, the 
Equitable Life of Iowa pridefully ranks among 
the top life insurance companies of America. 


yullae LIFE INSURANCE COMPANY OF IOWA 


FOUNDED 1867 — DES MOINES 
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HIA Individual Forum 
To Feature Symposiums 


Two symposiums—one on the senior 
citizen and the other on substandard 
—will be featured at Health Insur- 
ance Assn.’s individual insurance fp. 
rum, Oct. 24-26, at Chicago. 

The senior citizen symposium, mod- 
erated by Robert R. Neal, HIA gen. 
eral manager, will begin after the key- 
note address by HIA President Mil- 
lard Bartels, Travelers, on Monday 
morning. Ardell T. Everett, Pruden- 
tial, will open the symposium with a 
review of the social and political im. 
plications of providing health care for 
the aged, and the significance of re- 
cent Washington developments. 

The morning portion of the program 
will be concluded by a discussion of 
“What the Senior Citizen Has Meant 
to Us” by Louis C. Morrell, Conti- 
nental Casualty; W. Sheffield Owen, 
Life of Georgia; D. D. Ulfers, Mutual 
Benefit H.&A., and William deV. 
Washburn, American Health. 

Senior citizen workshop sessions on 
underwriting standards and _ tech- 
niques, and on policy coverages, mar- 
keting and claims will constitute the 
afternoon program. 

Byron S. Davis, State Mutual Life, 
will preside over the symposium on 
“Substandard—Why, How and Re- 
sults” on Tuesday morning. 

Speakers and their subjects will be 
Charles N. Walker, Lincoln National 
Life, actuarial considerations in a sub- 
standard program; Peter J. Burns, New 
York Life, the application of sub- 
standard underwriting at the case level 
and some observations on experience, 
and Rodney U. Clark, Paul Revere 
Life, future trends and possibilities in 
the field of substandard underwriting. 

Workshop sessions, under the direc- 
tion of Mr. Davis, will follow the sym- 
posium. 

Tuesday afternoon workshop §ses- 
sions will be held on disability in- 
come; major medical and comprehen- 
sive medical; submission of policy 
forms to insurance departments; agen- 
cy, claims and underwriting coordina- 
tion and organization of underwriting 
functions and training of underwrit- 
ers. 


Hancock Presents Painting 
Of Gen. Mitchell To USAF 


At a reception in his honor at the 
new western home office of John Han- 
cock in San Francisco, Gen. Thomas D. 
White, chief of staff of the air force, 
accepted on behalf of the latter an 
original oil painting of the late Gen. 
“Billy” Mitchell, military aviation pio- 
neer. 

President Byron K. Elliott of the 
Hancock made the presentation. The 
painting will hang in the Air Force 
Academy’s museum at _ Colorado 
Springs. The artist is Peter Hurd, Am- 
erican illustrator. The picture was 
used in the Hancock’s advertising ser- 
ies on “Great Leaders.” 

Among the 200 air force officials 
and local business men attending were 
Mr. and Mrs. William Mitchell Jr. 


No. Am., Chicago, Sales Up 


August sales of North American Life 
of Chicago totaled a record $9,896,948, 
up 33%. Volume for the first eight 
months was 36% ahead of the same 
period last year. 

Annualized health premiums in Av- 
gust increased 36%, and for the first 
three-quarters of this year health pre- 
miums showed a gain of 25% over 4 
corresponding period in 1959. 
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Continental CLU Association Members 
1959-1960 


I. Scott Adams............... Portland A. Walton Litz.............. Little Rock 
Selig M. Apperman.......... Rochester W. Horace McEver............ Atlanta 
William T. Baldwin......... Bakersfield Thomas R. McGeoghegan....... Chicago 
James A, Barbour......... Indianapolis Harold E. McKnight......... Pittsburgh 
Myron Beitman............. Harrisburg John W. Mack................ Chicago 
Julius S$. Brown.......... San Francisco Ivan, Mast................. Waterloo 
Laurence A. Burk.............. Detroit William G. Mehaffey........ Pittsburgh 
Richard A. Chatfield........... Chicago Seymour Meltzer............ Rochester 
Jack J. Cohen............... New York Wilford U. Myers............. Sikeston 
John M. Criner........... Grand Rapids William R. Otter.............. Chicago 
Donald L. Daniels.............. Boston George Paddock............... Chicago 
‘Joseph N. Desmon............. Buffalo Donald J. Reap.............. New York 
Manuel Donchin.............. Chicago Milton Reinstein.............. Chicago 
Donald C. Fisher.......... Jacksonville Howard J. Rosan............ New York 
William T. Fleming.......... Pensacola Daniel B. Rothenberg. ..New Hyde Park 
Harvey Goodstein......... Philadelphia F. Richard Russell............ Memphis 
Paul C. Green................. Chicago Ralph A. Santella........... Gloversville 
Carl E. Haas................. Brooklyn Francis X. Schumacher, Jr... .. . Sikeston 
Morris B. Hack............... Baltimore Bryant Sells............... Long Beach 
George L. Haines.......... Washington Harold N. Sloane............. New York 
Robert H. Hawkins........... St. Louis J. Doyle Smith................. Atlanta 
Bernard E. Kammerer... ... Los Angeles Maurice D. Sumney......... Kalamazoo 
Edward D. Landers.......... Cleveland Edwin B. Thurman, Jr.......... Chicago 
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o ° 6 e ] of fe floor, and three elevators service all floors. Five cafeteria service lines aiid thng I AN 
Details Given On Lincoln Nationals Building dining rooms are available for employes’ use, with approximately 1,500 person L 
The new home office building of Lincoln National Life, a six-story addition Svettem for the entire bailing nt ee SPeakers Provide a public addres Adds 
to the original facilities, provides the company with more than twice the floor Five company parking lots are strategically located near the home ott The r¢« 
space previously available. With the addition, the home office now covers an building, ranging in capacity from 30 cars to 289, for a total of 600 cars. Ci added t 
entire city block. his , , c The company’s building committee, in addition to President Walter O. Men _—* 
The building is of reinforced concrete construction and faced with Indiana’ wa, composed of Edward D. Auer, senior vice-president (chairman): M 64 both na’ 
limestone and brick, with a base of Sherwood pink granite from Maine. Italian Ledden, vice-president and treasurer; Henry F. Rood, senior vice-preside ¢ tors. M1 
marble is featured in the escalator and elevator lobbies on the first floor. Ronald G. Stagg, vice-president: George M. Bryce secretary ond Vern Bi On the area 
Acoustical ceilings and rubber tile flooring are used throughout, and illumina- manager of buildings. » : 7 » Ottel research 
tion for all areas is provided by fluorescent light. Welsh v 
Eight reversible escalators provide service from the basement to the fourth Dr. ~ 
adminis 
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Located adjacent to the cafeteria and dining area is this spacious employes’ 
lounge, the second of two such facilitites which employes use regularly during 
lunch periods and other non-business hours. 








more than 100,000 pages of Lincoln clippings filed under some 5,000 differen} program 
subjects. The museum and library are open to visitors Monday through Friday} bases in 
8 a.m. to 4:30. France. F 
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New Pc 
Why Sell Change-Easy Insurance? Bauitat 
i Graduatec 
(As advertised in Saturday Evening Post) N and has 
i velopmen: 
Oct. 1. 
First. It makes sense to prospects. The nev 
: ; : , , - . tial premi 
Change-Easy is Occidental s modern programming Electronics room houses the company’s new IBM 705 electronic data proces) UP in pré 
concept that allows a single policy to be adapted to meet ing system. To insure ideal operating conditions for the sensitive electronic unis) 2¢Xt four 
most life insurance needs. To his original policy, it contains, the room’s temperature and humidity are controlled with enougi) °!f. At ag 
your client may add up to eight different riders to cover air conditioning equipment for a dozen average homes. A 50-ton air conditions| Sued after 
new needs as they arise. is in operation round-the-clock. A glass-walled viewing room offers visitors 3) {OT conve 
good view of the entire data processing system. creased p 
EXAMPLE: He may add (through you, of course) : er ment mat 
mortgage protection, family income, disability income, policy wh 
additional term, family plan—and more. years. 
e The ~~ 
Si ed : nounced ¢ 
Second. Change-Easy builds clients. Conventions —. 
As your client expands his basic policy, he automatically 4% discou 
vance dur 


expands your business. 


Third. Sales help. 


National advertising and visual aids bolster 
your personal selling. 


Oct. 2-4, Zone IV National Assn. of Insure 3%% ther 
ommissioners, Fort Des Moines Hotel, i j 
Moines, Iowa. + — 
Oct. 10-11, Conference of Actuaries in Pubig 0€Talizat: 
Practice, annual, Sheraton- Blackstone Hog ratings. 
Chicago. 
Oct. 10-14, American Life Convention, oi Di k 
Edgewater Beach Hotel, Chicago. 1CKersor 
Oct. 24-26, Health Insurance Assn.. Individuj r 
Insurance Forum, Drake Hotel, Chicago. Joint Cab 
Oct. 27-29, Midwest Management Couserciey Among ' 
annual, French Lick, Indiana. ers in bu: 
Nov. 2-4, Institute of Home Office Underwtig 4), ind 
crs, annual, Statler Hotel, Washington, D.4 7 epe 
Nov. 11, New York State Life Underwrity ‘ablegram 
Assn., fall delegate meeting, Schine Inn, M4§ were Ear] 
sena. : 
preme Li 
Nov. 14-17, Life Insurance Agency Manage ident ei 
ment Assn., annual, Edgewater Beach Hoty /Cen hic 
Chicago ‘ Bindley C 
: ~ Nov. 28-Dec. 2, National Assn. of _Insuraty : 
‘ Solidi: “ Commissioners, regular meeting, Commodey Mutual Li 


oO C C I D E N TAL L I FE Waiter O. Menge, pr esident, officiates ea kee - Life Insurance Coune@ J : on 


at cornerstone laying of the company’s annual, Waldorf-Astoria Hotel, New York 


Fourth. Cost. 
One Change-Easy policy costs less than separate policies 


covering the same needs. 


Why sell Change-Easy? It protects your client's future. 
Yours, too. 








. A I e 
Insurance Company of California six-story addition and tower in Febru- Dec. 13, Institute of Life Insurance, anu “DSUTANce 
“athe rs ee ae ary 1959. Waldorf-Astoria Hotel, New York. 
Home Office: Los Angeles / Earl Clark, C.L.U., Vice President y Dec. 14-15, Life Insurance Assn., Walé™ Proetoricy 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) Spee Seven. Sar eee unwenl A flexit 
s Dec. 28-30, American Assn. of Universig | 

Buy Phoenix Insurer Teachers of Insurance, annual, St. Loui Brider whi; 
7 American Federal Life of Phoenix l newly issu 
We pay Lifetime Renewals...they last as long as you do! has been purchased by Henry S. 196 1 aoa icies issue 
K f Scottsdal Ariz and L Feb. 17-18, New York State Genera gm been a } 
ane Oo ‘i co ale, s riz., » Managers Assn., annual, Gideon Putnam . nnou 
Garfield Witkin of Florida. The com- __ tel, Saratoga. Life. Cover 


‘ j May 12, New York State Life UnderWoKi yr oad 
n : Ho! 
any was chartered in 1958 and writes on, toring aes ee, A principa 


life and health insurance. New York City. With the gs 





XUM 





‘president! 
1 H. Otte 
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LIAMA Research Unit 
Adds Two Psychologists 


The research division of LIAMA has 
added two psychologists to its staff— 
Eugene C. Mayfield and Phil Welsh, 
poth named assistant program direc- 
tors. Mr. Mayfield will be working 
the area of selection and evaluation 
research in field management and Mr. 
Welsh will handle training research. 
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Dr. Mayfield has worked as a test 
administrator and interviewer in a de- 
ment store’s employment office, 
and during his two years in the U. S. 
Army worked in personnel manage- 
ment. While studying for his doctorate 
at Purdue he was a research assist- 
ant on the evaluation of role-playing 
in management training programs, an 
administrative assistant in the office 
of admissions, concerned with evalua- 
tion of selection techniques and inter- 
viewing, and was also acting director 
of admissions at the Calumet Center. 
Dr. Welsh has been a graduate as- 
sistant at the University of Maryland; 
an experimental psychologist at the 
Naval Medical Research Institute, di- 
vision of aviation medicine in Bethes- 


| da, Md., a research assistant in the 


aviation psychology laboratory at the 


-| University of Maryland, and an in- 


structor in the universitys’ overseas 
program where he taught courses at 


bases in Germany, North Africa and 


France. For two years he was re-earch 
assistant to the dean of faculty at the 
University of Maryland and an in- 
structor in the extension division. 


Equitable Of Iowa Issues 
New Policy, Revisions 
Equitable of Iowa has introduced a 


if Graduated Premium Whole Life policy 
f and has made four other major de- 
# velopments in its portfolio, effective 
i Oct. 1. 


The new contract features a low ini- 


f tial premium with an automatic step- 


up in premiums during each of the 
next four vears, after which it levels 
off. At age 55, or 10 years later if is- 
sued after age 45, it provides options 
for conversion, upon payment of in- 
creased premiums only, to an endow- 
ment maturing in 10 years or a life 


# policy which will be paid up in 10 


years. 

The other major developments an- 
nounced consist of substantial reduc- 
tions in single premium annuity rates; 
4% discount on premiums paid in ad- 
vance during the first 10 years and 
3%% thereafter; substantial reductions 
in special class extra premiums; and 
liberalizations in medical impairment 
ratings. 


Dickerson, Harris, Others Send 
Joint Cablegram To Nigeria 

Among the 13 Chicago Negro lead- 
ers in business and industry hailing 
the independence of Nigeria in a joint 
cablegram to its new prime minister 
were Earl B. Dickerson, president Su- 
preme Liberty Life; T. P. Harris, pres- 
ident Chicago Metropolitan Mutual; 
Bindley C. Cyrus, president Victory 
Mutual Life; A. W. Williams, presi- 
dent Unity Mutual Life, and Murray 
J. Marvin, executive director National 
Insurance Assn. 
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Praetorian Mutual Issues Rider 

_A flexible new family insurance 
tider which may be included with 
newly issued policies or added to pol- 
Icles issued since Jan. 1, 1958, has 
been announced by Praetorian Mutual 
ife. Coverage p-ovided on the spouse 
of Principal insured is reducing term, 
with the spouse’; age at death deter- 





mining the benefit payable. Age of 
principal insured has no bearing on 
the amount of coverage provided by 
the family rider. Children are auto- 
matically covered at age of 15 days, 
with coverage continuing to age 25, 
when the insurance may be con- 
verted to any permanent plan up to 
five times the original amount. At 
death of principal insured, coverage 
on the spouse is convertible to any 
permanent plan. Insurance on children 
becomes paid-up to the expiry date in 
the event of death of insured or spouse 
prior to last expiry date. 


is 
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Clark, Horr, McFalls 
Promoted By College 


Albert H. Clark, assistant director 
of examinations of American College, 
has been promoted to director of ex- 
aminations. At the same time, Esther 
M. Horr, business manager, was named 
assistant treasurer and Richard T. 
McFalls, assistant business manager 
since 1957, succeeds Miss Horr. 

Mr. Clark, the first director of the 
examinations department, joined the 
college in 1959, and before that studied 
for his Ph. D. under fellowships from 


os 


FREE BOOKLET from MONY compares life insurance 


with stocks and bonds as an investment... reveals 
that life insurance can be superior in many cases 


In these inflationary times, do your clients sometimes ques- 


tion the investment possibilities of life insurance? Do they 
ask: ‘Should I buy term and invest the rest?” 


MONY’s new booklet, “‘The Unique Investment Features of Life 
Insurance,”’ will help you answer these questions and others. 


The booklet compares the investment performance of life 
insurance as against stocks and bonds, and cites advantages 
that life insurance often has over any other kind of invest- 
ment. The booklet has created so much favorable comment 
that we are making it available to all life insurance people. 


If you’d like a free copy, MONY will send you one. 


Name 


MONY, Dept. NU-1C6 
Broadway at 55th Street, New York 19, N.Y. 
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the Ford Foundation and the SS. 
Huebner Foundation for Insurance 
Education at the University of Penn- 
sylvania. He has completed examina- 
tions for both the CLU and the CPCU 
designations. 


23 Years’ Service 


Miss Horr has been with the col- 
lege for 23 years, first as assistant to 
the dean and later as financial admin- 
istrative assistant. Mr. McFalls is a 
graduate of the University of Penn- 
sylvania, where he is presently at- 
tending evening school. 


Please send me a free copy of: *‘The Unique 
Investment Features of Life Insurance.” 





City. 


Address 





Zone. State. 





Muwa 0- New York a 


The Mutval Life Insurance Compony Of New York, New York, NY WN 
Sales and service offices located throughout the United States and in Conadao = iifo” 
For Life, Accident & Sickness Group Insurance. Penwo 
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FeNATIONAL UNDERWRITER 


Health Clinie At Purdue Enjoys 
Good Response: More Planned 


Success of the advanced health un- 
derwriting clinic at Purdue University 
was attested to by a unanimous vote 
of those attending to have more clinics 
on a regular basis. Consequently, ten- 
tative plans were laid for another 
workshop next April. 

Pattern of the clinic consisted of 
exploration of each field discussed by 
a speaker, followed by afternoon and 





night sessions devoted to open forum 
discussion of the same subject. R. W. 
Osler, Underwriters National, was 
chairman of the special committee of 
International Health Underwriters 
Assn., which sponsored the event, and 
Pasquale Quarto, R.&R. Service, was 
moderator of the sessions. 

Opening speaker on the program on 
Wednesday, was Edward Thurman, 


‘The Nev 


insurance 


For 


Selling 


Modern 








Maintaining a position of leadership in today’s competitive 
market is one of our primary goals. Employers’ Group 
agents already possess a most attractive portfolio. 

The latest addition is our new Executive Fifty contract. 





October 15, 19 


Continental Assurance, who analyzed compensation and _ split-dollar Plang| 
the taxation aspects of health insur- you make provision to give the em| 
ance selling. He labeled key man cov- ploye part of the money if he dies,” 
erage as the best business health in- pointed out. “By what logic do you ng 
surance market today. “It’s a virgin also give him part if he becomes djs! 
territory, and the tax advantages are abled. 

most attractive,” he declared. “In a Explains Buy-Out Situation 
business case where you don’t know 

the situation, start with key man,” he In the buy-out situation, Mr. ThurJ 
advised. “It’s a positive approach, and man brought up the problem of under. 
you can’t miss arousing interest.” writing limits, which often prevent} 

Mr. Thurman also analyzed the use Placing enough disability income 
of health insurance in split-dollar de- the part-owner to make a complet 
ferred compensation, and business buy- buy-out. “In such cases, the alterna. 
out cases. “In the case of deferred tive of reorganization should be ex. 

| plored,’ he urged. “Convert the dis. 
abled partner to a limited partner, oy 
exchange his voting common for pre. 
ferred. Such reorganization—obviousl 
more suited to mercantile than sery. 
ice business—eliminates the problem 
of a partial buy-out and the tax prob. 
lem for the disabled. All premiums op 
the disability insurance now become 
deductible, not just those on the por. 
tion of the disability pay-out that 
comes before the buy-out starts.” 

Mr. Thurman was followed by an 
analysis by William Harmelin, Con. 
tinental Assurance, New York, of the 
use of health insurance in the busines; 
buy-out agreement. “The problem any 
business faces is the loss of a key man 
or part owner,” he declared. “It makes 
no earthly difference whether the loss 
is by death or disability.”” The speaker 
cited four solutions to the problem: 
(1) Cut off the man’s salary; (2) con- 
tinue the salary, and impose a drastic 
drain on the business; (3) self-insure; 
and (4) self-insure for a short disa- 
bility and use health insurance for the 
long-term case. 


Devoted To Programing 


Thursday morning and _ half the 
afternoon were devoted to program- 
ing health insurance, with Ralph K. 
Lindop, New York insurance consultant 
laying down principles and working 
out case examples, followed by Mr. 
Osler, who touched on the integration 
of such programing with life insur- 
ance. 

Mr. Lindop recommended spearhead- 
ing with health and following with 
life. “You can get buried for $1,250,” 
he pointed out, “but you can’t have 
your gall-bladder out for that little.” 
Out of every three disability cases, he 
reported, his men get one life policy 
for an average size of $16,000. 

He recommended also shorter elimin- 
ation period for professional men. 
“People like to get paid. The premium 
difference on long elimination periods 


Although the use of this policy is not limited in any way, it is well suited to the business life 
insurance needs of Sole Proprietors, Partnerships and Close Corporations. The Executive 
Fifty will also be of value in solving the estate planning problems frequently encountered 
with business executives and professional men and women. 


¢ The Executive Fifty is issued with a minimum face amount of $50,000. * The Plan 

of insurance is Life Paid-Up at 95. « Liberal Waiver of Premium benefit is available. Total 
Disability is considered permanent after 6 months and there are NO exclusions as to cause 
of disability. * Our Accidental Death Benefit provides additional benefit if accidental 
death occurs while insured is a passenger in a public conveyance. 


The new Executive Fifty is just one policy in The Employers’ Life program of 
“Insurance for Modern Living’. Why not see for yourself our complete and competitive 
portfolio with many new and liberal features? The entire prozram is designed to é, 
make it easier for you to sell and easier for your prospect to buy. : 


INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 110 MILK STREET, BOSTON 7, MASSACHUSETTS 
ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 








is not worth it. In the case of the pro- 
fessional man, especially, you are up 
against association group with 0/0 
eliminations. If a man’s group pays 
several times and your coverage does 
not, he’ll drop it.” 

Mr. Lindop suggested bunching dis- 
ability income in the first two years. 
“Companies will write much _ larger 
limits on such coverage, and it’s all 
money. He can bank part of the bene- 
fits if he wishes.” 

There is no group plan that really 
takes care of the salaried executive, 
he declared. “Sell him salary contin- 
uance. He owns that and can take it 
with him wherever he goes.” 

Mr. Osler urged the sale of needs 
without mention of whether the covel- 
age to fill them is life or health insur- 
ance. “That’s a mechanic of your busi- 
ness,” he said. “The prospect doesn't 
care how you fill his need for protection 
against loss of income any more than he 
cares how much of the homeownerls 
policy is made up of fire, how much of 
casualty, etc.” 

An insuring forum discussion under 

(CONTINUED ON PAGE 43) 
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Another 
distinguished 
client for 
Nationwide 
(;roup 


Insurance 





MEET MR. ALBERT PICK, JR., distinguished new client of Nationwide Group Insurance. As president of the Pick 
Hotels Corporation, Mr. Pick directs the complex affairs of one of America’s best-managed chains, consisting of 
33 hotels and motels in 30 cities. A progressive-minded company, Pick Hotels choose America’s most progres- 
sive insurance organization—Nationwide—for their group coverage. A Nationwide group health and welfare pro- 
gram now covers executives and employees of the growing Pick chain. Join the distinguished company of business 
leaders like Albert Pick, Jr. Why not check Nationwide for 


stay, 
ve ce 


your client’s group needs. Your local Nationwide group man 


has a variety of plans—including regular group, creditor’s, asso- ATIONWIDE 


America's most progressive insurance organization 


ciation, blanket, pension and profit sharing. For full details on Su pao 





the best plans for your client, write: SALES DEPT., NATIONWIDE 


Nationwide Life Insurance Company - Nationwide Mutual Insurance 
GROUP OPERATIONS, 246 NORTH HIGH ST., COLUMBUS 16, OHIO. Company + home office: Columbus, Ohio 
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“A look 
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broad arez 
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public anc 
Joe H. Gerson gets advice from the Standard Town and Country cepts of ot 
Club pro. Joe used to be captain and a .432 centerfielder for the a thorougl 
University of Georgia Bulldogs. Went direct from campus to the standing 
H. C. Johnson Agency. And stayed. “Let’s 1c 
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Joe sells a million a year. And has done it for the last 
eight years. Here at the Johnson Agency, he is helping out 
some of the other men— Hayward ‘Cox, Jr., John O'Neill, 
Jr., Eugene Brooks, and Gray Lindgren. 





2? “In pros 
Feverish worker. Joe was co- Outgoing president: Joe yields ance morta 
chairman of the Jewish Commu- __ to Sidney Feldman, new president tality and | 
nity Center membership drive; of the Progressive Club, Atlanta’s of annuitie 
co-chairman for a cancer drive. largest Jewish organization. ability anc 
plus mode 
A Man’s Prestige somehow goes hand in hand with the aie 
: rong . Be 
prestige of the company he represents. This is why he the O'Man 


is proud to be a life underwriter with Equitable. It is a in more a 
ance depar 


ity, increa 
more than a need...it’s a career! ment in sa 


“The ins 
THE Equitable LIFE ASSURANCE SOCIETY OF THE UNITED STATES the intere: 


Vancing st 
Home Office: 393 Seventh Avenue, New York 1, N. Y. 160 tirmatively 
idea that 
aries be m:; 
tion,” he S 
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Wife Evelyn and the children—Randy and Arleen—join 
Joe in “Monopoly” on the patio. Shelley, age 4, was napping , ' 
when this photo was taken. full life. And a rewarding one! Living Insurance is 


Tune in The Equitable’s OUR AMERICAN HERITAGE, Friday, October 21, NBC-TV. 
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ALC Meeting Sets Attendance Record 


Beery Hits Back a Portrait Of Claris 
At O’Mahoney’s SRMeARAPMosmmras @ionp Olam At SM Adams Unveiled At 
ProFederal Bias @-a ME 1@ Le f Memorial Ceremony 


& 
Tells ALC How State Rule Controversial Questions 
Of Insurance Has Aided Conspicuous By Absence 


Life Industry’s Progress At Gathering In Chicago 
By ROBERT B. MITCHELL 


Like many of the meetings in years 
past, the 1960 annual gathering of 
American Life Convention this week at 
the Edgewater Beach Hotel, Chicago, 
was marked by the presence of more 
people than ever before and by a 


. 1960 





From Missouri To North Dakota 








Lik 
Jag 


A spirited reply to the O’Mahoney 
investigation’s recent criticisms of the 
structure of state regulation of insur- 
ance was given by Commissioner Beery 
of Colorado, president of National 
Assn. of Insurance Commissioners, at 
the 55th annual meeting of American 
Life Convention in Chicago. 

“The report contains some 20 con- 
clusions and recommendations,” he 
said. “With several of them I find 
myself either in total or partial dis- 
agreement, and hopeful that they will 
be accorded the unfavorable reaction, 
in commissioner and business circles, 
that I think they deserve. With the 
remainder, I am in substantial agree- 
ment, and hopeful that some way will 
be found, through proper channels, 
to advance and implement them. 


Cites Areas Of Achievement 


“A look at the record of the life 
insurance business clearly reflects 
broad areas of real accomplishment— 
of sincere concern for. the insuring 
public and, within the accepted con- 
cepts of our private enterprise system, 





OFFICERS ELECTED 


President—Otto Haakenstad, presi- 
dent Western States Life of Fargo, N.D. 
Executive committee members (three- 
year terms)—Francis M. Hipp, pres- 
ident Liberty Life of South Caro- 
lina (reelected); R. Howard Dobbs, 
president of Life of Georgia; J. K. 
Macdonald, president of Confederation 
Life of Canada, and Virgil H. Smith, 
president of Beneficial Life of Salt 
Lake City. 





pleasant absence of tension or contro- 
versy. Attendance, including wives, 
was close to 1,000 and may have ex- 
ceeded that figure. 

A portrait of the late Claris Adams, 
executive vice-president and general 
counsel of ALC, was unveiled at im- 


Otto Haakenstad, right, president of Western States Life of Fargo, 
N. D., newly elected president of American Life Convention, receives 
the symbol of office from his predecessor, J. C. Higdon, chairman of 


a thorough knowledge of and under- 
standing of the insurance operation. 

“Let’s look at the record still fur- 
ther. Viewing back just a few short 
years, we note with pride several mod- 
el laws initiated by the National Assn. 
of Insurance Commissioners in the 
public interest, that relate to or af- 
fect your own business of life insur- 
ance. These are: 

“Standard nonforfeiture and valua- 
tion legislation, and modernized mor- 
tality tables, group insurance standard 
provisions, regulation of credit life 
insurance and credit A&H insurance, 
uniform A&S policy provisions law 
and A&H advertising rules and the 
state fair trade practices act. 


New Developments Ahead 


“In prospect are new group insur- 
ance mortality tables, modernized mor- 
tality and morbidity tables in the case 
of annuities, total and permanent dis- 
ability and accidental death benefits 
plus model legislation with regard to 
direct-mail advertising.” 

Mr. Beery said that one answer to 
the O’Mahoney recommendations lies 
i More adequate budgets for insur- 
ance departments, for more job secur- 
ity, increased staffing and improve- 
ment in salaries. 

“The insurance business, strictly in 
the interest of maintaining and ad- 
Vancing state regulation, should af- 
firmatively assist in promoting the 
idea that higher departmental sal- 
aries be made available for that func- 
tion,” he said. 





“You are aware, I am sure, that the 
percentage of amounts spent for oper- 
ation of the insurance departments, as 
ontrasted with total taxes and fees 
Paid in the United States by the in- 
(CONTINUED ON PAGE 42) 






Business Men’s Assurance. 





ALC PRESIDENT SAYS: 





Owning Insurance Slows 


Trend To Welfare State 


Broader ownership of life insurance 
will have the effect of slowing up a 
trend toward the 
welfare state, said 
J. C. Higdon, 
chairman of Busi- 
ness Men’s Assur- 
ance, in his address 
as presidentof 
American Life 
Convention, at the 
ALC annual meet- 
ing at the Edge- 
water Beach Hotel, 
Chicago. 

“By insuring his 
life, our client rec- 
ognizes his personal responsibility in 
taking care of his family and business 
obligations, come what may—and has 
done something about them rather 
than have the welfare state assume 
his obligations for him,” said Mr. 
Higdon. “Life insurance is a great 
force in educating our people in 
the importance of recognizing and ac- 
cepting individual reponsibilities. 


J. C. Higdon 


Cites Health Insurance Progress 


“As an example of what may be 
done along this line, I cite the great 
progress that has been made in the 
last five years in the sale of health 
insurance. This record of the growth 
of voluntary health insurance has been 





dramatic and most helpful in deferring 
legislation creating a plan of com- 
pulsory health insurance administered 
by the federal government.” 

Mr. Higdon noted that economists 
say that two-thirds of the present 
gross national product is over and 
above the necessities of life. 

“We in the life insurance business 
can be, should be, proud of providing 
the security that has enabled people 
to move ahead, to take risks which 
enable them to enjoy this economy of 
abundance. Maybe we should make it 
clear, too, that life insurance also pro- 
tects the good life as well as the nec- 
essities of life.” he said. 

“Since one of the important func- 
tions of life insurance is to provide 
dollars for future delivery, it is im- 
portant that the dollars delivered in 
the future have a purchasing power 
comparable to that of the dollars used 
to pay premiums. It is therefore im- 
portant that the life insurance indus- 
try remain alert to the dangers of in- 
flation and use every means to combat 
forces which would depreciate the 
purchasing power of the dollar.” 

Turning to ways in which the life 
insurance business can improve its 
services to policyholders, Mr. Higdon 
told how scientists are crossing lines 
of interest, and said that in this atomic 

(CONTINUED ON PAGE 37) 


pressive memorial ceremonies at the 
first general session, conducted by a 
committee of six past presidents of 
ALC, headed by John Lloyd, president 
of Union Central Life. The actual un- 
veiling was done by S. J. Hay, chair- 
man of Great National Life of Dallas. 
The portrait, in color, is from a photo- 
graph taken when Mr. Adams was 
president of ALC, in 1946. It will 
hang in the ALC headquarters at Chi- 
cago. 


Adams’ Career Recalled 


Other members of the committee 
recalled various aspects of Mr. Adams’ 
career. Speaking before the unveiling 
were W. E. Bixby, president of Kansas 
City Life, Herbert M. Woollen, retired 
president of American United Life, 
Cecil Woods, president Volunteer State 
Life, and Joseph M. Bryan, chairman 
of Pilot Life and senior vice-president 
of Jefferson Standard. 

Final speaker was Mr. Lloyd, who 
mentioned especially Mr. Adams’ cour- 
age and fortitude in the face of illness 
and his insistence on carrying on the 
duties of his position long after many 
other men would have given up. 


Higdon Gives Address 


The memorial ceremonies were fol- 
lowed by the president’s address, by 
J. C. Higdon, chairman of Business 
Men’s Assurance. His talk’and most of 
the others given during the general 
sessions and the meetings of the Agen- 
cy Section and Legal Section are re- 
ported elsewhere in this issue. The 
Financial Section meeting scheduled 
for Friday, will be covered in next 
week’s issue. 

As is customary, a featured speaker 
at the opening general session was the 
president of National Assn. of Insur- 

(CONTINUED ON PAGE 36) 
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Plenty Of Opportunity 
For Small Companies 


Smaller life companies, with less sen Jr., president of Lincoln Liberty 
than half a billion dollars of insur- Life of Lincoln, Neb. 
ance in force, have grown appreciably Addressing the annual meeting of 
in recent years, compared with larger American Life Convention at Chicago, 
companies, and “there is plenty of Mr. Bentsen said “there must be some 
growth left for the small company solid reasons for this more rapid 
which is properly managed and fi- growth of the smaller companies. It 
nanced,” according to Lloyd M. Bent- seems to me that the smaller com- 





A SYMBOL OF SECURITY 


The Statue of Liberty is an important sym- 
bol to all Americans because it repre- 
sents the freedom which is the foundation 
of our way of life. Our Company is proud 
to use it as its trademark. 

Men to remain free must provide security 
for themselves and their families and most 
American families have found life insur- 
ance to be the best way to provide this 
security. 

Liberty National Life Insurance Company 
is providing a large measure of security 
for many families. Over a quarter of a 
billion dollars is held by the Company for 
the protection of policyowners. Perhaps 
this financial strength is one of the reasons 
why more and more people each year 
buy their life insurance from Liberty Na- 
tional. 

























Frank P. Samford, President 
HOME OFFICE: Birmingham, Ala. ~~ 





pany offers a number of definite ad- 
vantages to its policyholders, to its 
stockholders and to its management. 
Can Tailor Operations Easier 

“The smaller company can far more 
easily tailor its over-all operations to 
meet the peculiar needs and require- 
ments of certain occupational or cul- 
tural groups. 

“For instance, a smaller company 
can specialize in selling life insurance 
to teachers, abstainers from alcohol 
and tobacco, a religious group, farm- 
ers, or college students; and design 
practically all of its advertising, sales 
tools and presentations in terms that 
are most meaningful to that particular 
group. 

“Even its insurance policies can be 
developed with the peculiar require- 
ments of that class of customers in 
mind. The larger companies, of course, 
can modify their operations somewhat 
when working in each of these fields; 
but of necessity the large company 
must base its operations on its na- 
tional needs, and any specialization 
must be simply modifications.” 

‘Far More Flexible’ 

The smaller company’s management 
can be far more flexible, “and life 
insurance is a business that requires 
management flexibility to a great 
degree,” Mr. Bentsen said. The more 
intimate relationship of the smaller 
organization reveals the need for 
change more quickly, and the neces- 
sary change can be made more easily 
and at less expense because there are 
fewer people and departments in- 
volved in the change. 

“Top management is directly con- 
cerned with operations throughout the 
organization,” he said. ‘Successful 
small company management is truly a 
team performance. All of its officers 
have knowledge of all its operations. 
Departments are still people concerned 
with each other’s problems because 
they still share in their solution and 
the rewards.” 

Mr. Bentsen said that in the smaller 
company the top officials take a per- 
sonal part in building the field organ- 
ization, and it is the field organization 
that is the image of the company. 

The smaller company also has an 
advantage in employe relations, Fe 
said. It is easier to maintain good em- 
ploye spirit in the smaller company, 
where day-to-day working relations 
are between individuals who are per- 
sonally known to each other. 
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JACOB F. BRYAN III, PRESIDENT 
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Public Got A Break 
In 1959 Insurance 
Legislation: Kastner 


year, at both the federal and state ley 


October 15. 1969 


Life insurance legislation in the pag 


was definitely fa- we . 
vorable to the pol- f meg 
icykolders and the 
people of the na- 
tion, Ralph H. 
Kastner, general 
counsel of .Ameri- 
can Life Conven- 
tion, reported to 
the Legal Section 
of American Life 
Convention, at an- 
nual meeting in 
Chicago. 

While much of Ralph H. Kastner 
the activity at the national level haq 
at least a political tinge this year, ; 
was a quieter congressional sessjop 
than most of its predecessors in recent 
years, from a life insurance point of 
view. Significant amendments to the 
federal social security act include 
liberalized medical care provisions un. 
der old age assistance and the cop. 
troversial medical assistance provi 
sions for other aged persons not re. 
ceiving regular cash payments but 
deemed unable to meet their medical 
care expenses. 

“Without question, expansion of 
these benefits will continue a live js. 
sue at future sessions of Congress,” 
Mr. Kastner said. He also reported on 
congressional action on problems of 
the aged, health benefits under gov. 
ernment employes group insurance 
investments and mortgages, the anti- 
trust law investigation and District af 
Columbia enactments. 

In the past year 21 states, including 
Alaska and Hawaii, held regular, budg- 
etary or fiscal sessions, with special 
sessions in five of these, and special 
sessions in four of the non-regula 
session states. There were no marke 
trends of particular significance, Mr. 
Kastner said. 

In his analysis of state legislative 
activity, Mr. Kastner reported on pre- 
mium taxes, state income taxes, estate 
and_ inheritance taxes, informatio 
and withholding and retaliatory taxe. 

As for investment legislation, h 
said, Kentucky was the most prolific 
state this year. A total of three con- 
pulsory investment measures were it- 
troduced, in Alaska, Mississippi and 
Rhode Island. All three failed of en 
actment. 

Georgia was the only state to r 





a new insurance code this year, and 
the code makes a number of importat! 
substantive changes in the statute 
Idaho and Maryland are in the proces 
of drawing up new codes. 

Seven states and the District 0 
Columbia this year enacted to permil 
use of the 1958 Commissioners Stan¢- 
ard Ordinary and extended term ta} 
bles, as well as providing for the three 
year age-set-back on female risks. Ah 
tempts to enact similar _legislatia 
failed in Arizona and Nevada. 

Congress voted authority to the Dis 
trict of Columbia to regulate issuant 











and sale of variable annuities. 

In reporting on legislative stud 
commissions, Mr. Kastner said Ma 
sachusetts has authorized its joint lee 
islative committee to hold  sessii 
during the legislative recess, with ti 
final report to be made by Dec. 4 
Louisiana created a reorganizatio 
study commission which will unde 

(CONTINUED ON PAGE 42) 
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Industry Must Explore New Ideas 


LIFE INSURANCE EDITION 


For Potential Gains: Campbell 


summary of an 

Possibilities,” by 
Charles W. Camp- 
bell, vice-president 
in charge of Pru- 
dential’s Jackson- 
ville regional home 
office, at the lun- 
cheon meeting of 
the Combination 
Companies Section 
of American Life 
Convention’s an- 
nual meeting at 
Edgewater Beach 
Hotel, Chicago. 


Following is a 
address, “Endless 





Cc. W. Campbell 
Tre pace of science during recent 
years has been phenomenal. The two 
preceding decades have witnessed sci- 


entific breakthroughs representing 
greater advances than mankind has 
made in all previous history. Yet the 
sure promise of new and more startling 
developments makes us realize that we 
have actually just begun, that we here 
in tre year 1960 are standing on the 
threshold of a completely new era in 
the age of man. 

The onward rush of science will 
bring with it a similar rise in the curve 
of economic growth. American busi- 
ness is now approaching one of the 
great decades in its history—-a decade 
of unparalleled prosperity. Our basic 
economic indicators foreshadow a dec- 
ade which holds out more powerful 
economic incentives than we have ever 
had before. 


Holds Great Significance 


This prospect holds great signifi- 
cance for the leaders of the insurance 
industry but they must prepare them- 
selves for the inevitable changes the 
decade will bring. Only by such prep- 
aration will they be able to turn those 
endless possibilities into boundless op- 
portunities for their companies and 
employes and the public. 

In some instances in the past the 
industry has had an unfortunate hes- 
itancy to accept important new devel- 
opments and changes. One of the dan- 
ger signs to guard against in the future 
is the obsolescence of product. The 
public must be provided with the cov- 
erages it needs and wants. Thus, the 
industry has to be willing to explore 
new ideas and new products and not 
turn them down just because at first 
glance they may not appear to be 100% 
perfect. As an analogy every missile 
shot fired from Cape Canaveral has 
produced important results although 
many may have appeared to be fail- 
ures, 


Additional A&S Importance 


The 1960s will see the insurance 
industry enlarging the role of group 
Imsurance and many companies will 
give additional importance to individ- 
ual sickness and accident insurance. 
It is particularly vital that this latter 
coverage be broadened as it pertains 
to the older age group. 
The industry will also give increas- 
ing attention to the improvement of 
efficiency of operations, with elec- 
tronic automation coming in for an 
Important role. 
_ However, the vital job of selling life 
surance will never be taken over by 
machine because it will continue to 
Tequire the qualities of human judg- 
ment and evaluation not found in a 
machine. 

The combination agents have proved 
y their past performance that they 
will accept the challenge of the ’60s 


and move upward to new heights of 
achievement. In the past they have 
shown the ability to adapt to changing 
markets and changing dollar values. 
Example: In the past 33 years com- 
bination companies have increased 
their share of all ordinary business 
written from 23% to 43%. The com- 
bination agent has also up-graded his 


total production tremendously—wit- 
ness the phenomenal rise in the num- 
ber of million-dollar producers. 

This up-grading is necessary to keep 
pace in view of the changing income 
pattern of our markets. Another 
change affecting the insurance busi- 
ness is the movement of population— 
from cities to suburbs and between 
certain sections of the country. 

Companies must make the neces- 
sary changes in their sales organiza- 
tions to keep abreast of these changes 
and the living patterns of their cus- 
tomers. Different companies will take 
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15 
different steps to adapt themselves to 
these changes. What may be good for 
one may not work for another, but the 
important thing is that they will all 
be trying to meet the needs of the 
changing times. 

It is the responsibility of insurance 
industry leaders to develop a field 
management organization capable of 
attaining the great goals of the “Gold- 
en ’60s.” In order to do this we 
must, in the words of one company 
president, “keep ourselves in an imag- 
imaginative frame of mind alert for 
opportunities.” 





\ 


t 


futures. 


“Retirement Age.” 











Good life insurance agents are in 
this business because they like the 
independence it affords them. 


These are the people who believe in 
themselves strongly enough to “go 
into business for themselves” and 
make their own decisions on how to 
best plan their own financial 


Any good planner looks forward 
to the time when he can feel fi- 
nancially secure. For most men 
this doesn’t come until after re- 
tirement. However, the Kansas 
City Life Key Man doesn’t have 
to wait for retirement. 


Through our Persistency Re- 
newel Commission Plan the 
Kansas City Life Key Man 
has the opportunity to enjoy 
“Retirement Pay” before 


AT KANSAS CITY LIFE 
THE AGENT IS 
KEY MAN 
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A TRUST 
WELL PERFORMED 





... this was the significant 
theme of The Union Labor 
Life Insurance Company’s 
Annual Report of another 


year of growth and progress. 


HIGHLIGHTS: 

Total life insurance in force 
was a record $1,073,000,000, 
over four times the total 


achieved ten years ago. 


ULLICO assets increased 
8% over the previous year 
to a record $36,451,684. For 
each $1.00 of liabilities, there 


was $1.28 of assets. 


Total benefits paid to pol- 
icyholders and _ beneficiaries 
were $41,848,163, ten times 


greater than ten years ago. 


Premium income earned 
for accident and sickness cov- 
erage was a record $32,678,- 
810. The 1959 income from 
these programs increased by 
$2,355,872. Over a five year 
period A&H premium income 
gained 135%. 


THE UNION LABOR 


Life Insurance Company 


200 East 7Oth Street 
New York 21, N. Y. 


EDMUND P. TOBIN, President 











HteNATIONAL UNDERWRITER 


Shield Gives First Report As 
ALC Executive Vice-President 


American Life Convention is seeking 
to broaden and improve its services to 
member companies 
and to the institu- 
tion of life in- 
surance. W. Lee 
Shield, executive 
vice-president of 
ALC, said today at 
the annual meeting 
in Chicago at the 
Edgewater Beach 
Hotel. 

Mr. Shield told 
the meeting that 
“the beginning of a 

W. Lee Shield new administration 
provides a natural opportunity for an 
objective reappraisal of the conven- 
tion’s operations and activities. 

“Now is the best time to determine 
if the passage of time has caused any 
of our activities to outlive their origin- 
al usefulness. Now we should know 
which of them need improvement, and 
how this can best be done.” 





Attendance Poses Problem 


He noted that attendance at annual 
meetings has been growing constantly, 
and that this poses a problem of main- 
taining the intimacy of contact which 
has always characterized the meet- 
ings. 

Mr. Shield said that convention serv- 
ices, which include observation of state 
and federal legislative matters, are 
generally regarded favorably. 

“On the whole, we believe that this 
has been a pretty successful operation, 
but because it is one of our most 
important activities we must contin- 
ually strive to make it even more 
successful.” 

Among the specific services under 
review are the joint bulletins and joint 
manuals (published with the Life In- 
surance Assn.) and the legal bulletins, 
law digest, valuation and policy form 
manual and the ALC News Letter. 

The actuarial department is pre- 
pared to disseminate factual material 
bearing on actuarial problems. What 





Legal Section Elects 


mM. 

















Allen C. Steere (left), vice-president, 
public relations, Lincoln National Life, 
receives congratulations on his election 
as chairman of the ALC Legal Section 
from his predecessor, James N. Acker- 
m2n, vice-president and general coun- 
sel of Bankers Life of Nebraska. Mr. 
Steere was formerly secretary of the 
section and was succeeded by Dwight 
Brooke, vice-president and _ general 
counsel of Bankers Life of Iowa. 


is also offered is a wealth of experi- 
ence in insurance department matters 
and in various company operations. Mr. 
Shield urged member companies to use 
these facilities. 

“IT am impressed with the vast fund 
of information at our headquarters 
available to member companies on re- 
quest,” he added. “Daily we receive 
inquiries for references or data, usual- 
ly concerning a problem which is new 
to the inquiring company, but con- 
cerning which others have had con- 
siderable experience; or in an area 
where the answer has been developed 
by headquarters research, or can be 
ferreted out through current study and 
research. 

“Thus a company has access to a 
wide store of accumulated knowledge, 
either in our files or in the minds and 
memories of the old timers on our staff 
who have had past experience either 
directly in point, or from which help- 
ful analogies can be drawn.” 

Mr. Shield paid tribute to his prede- 
cessor, Claris Adams, to whom, he 
said, he owed a “personal debt.” 


Consider New Policy’‘s 
Effect On Industry, 
M. J. Goldberg Advises 


In introducing a new policy or serv- 
ice, a life company should ask itself: 
“What effect will this have, not just 
on the company, but on the entire 
industry?”—and thus would serve the 
best interests of the company and the 
industry. 

This advice was offered at the an- 
nual meeting of the American Life 
Convention Agency Section in Chicago 
by Milton J. Goldberg, director of re- 
search of the agency department of 
Equitable Society. 

“No company, no matter how big, is 
bigger than the industry itself,” he 
said. “What is good for the industry 
is good for the particular company. 
What is bad for the industry is bad for 
the particular company—ultimately, at 
least.” 

Mr. Goldberg said a company pio- 
neering an idea or concept can expect 
to be imitated, whether the idea is good 
or bad. He added: 

“If it’s good, obviously other com- 
panies will adopt it, and the originat- 
ing company will obtain prestige and a 
time advantage. If it’s bad, the origin- 
ating company will have a time ad- 
vantage, but everybody, including the 
originating company, will suffer ulti- 
mately—so the company should forget 
it in the first place.” 

Among the things, he said, in which 
each company must bear its share of 
the load are: 

1. Training agents 
proselyting them). 

2. Educating the public. 


(rather than 


3. Assuming the risks inherent in 
any pioneering effort. 
“The public,” he said, “ultimately 


will get what it wants and needs. It is 
up to us to try to satisfy those needs, 
but only on a sound, equitable basis. 
There is no Santa Claus in this busi- 
ness—the policyholder gets only what 
he pays for. 

“We should place more emphasis on 
service, less on low costs; more em- 
phasis on premiums, less on volume; 
more emphasis on permanent insur- 
ance, less on term insurance—the pub- 
lic isn’t demanding term—too many 
companies are just over-promoting it.” 
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All States’ Data In 
Agency Law Book 


Announcement of publication of 4 
handbook of law for life insurang 
agents was announced at the annugj 
meeting in Chicago of American Life 
Convention Legal Section by Barry [, 
Oakes, executive vice-president of Re. 
public National Life. 

Mr. Oakes said the new handbook 
the first of its kind, would be inter. 
esting, valuable and informative to the 
life insurance business in general. |t 
consists of a series of charts listj 
the pertinent phases of the laws re. 
lating to life insurance agencies for 
each state and territory in the nation 
as well as the District of Columbia, 

The insurance departments of each 
state, Puerto Rico and the District of 
Columbia have checked the materia] 
in the handbook. 

Information is given about the 
length of the license year, require. 
ments for original license and renewal 
applications and fees. Special data are 
given each state. 

In addition to the charts, the hand- 
book reports legal rulings pertaining 
to agencies, including the definition 
of an agent; material on creation, dura- 
tion and termination of agencies, the 
authority of the agent, and limitations 
on his authority; duties of an agent 
to the insurer and the insured; ang 
penal and criminal liability of the 
agent. There is also information given 
on agents’ compensation and commis- 
sions. 

In the preparation of this handbook, 
Mr. Oakes was assisted by John F, 
Holt, vice-president and general coun- 
sel of Republic National, and Thomas 
G. Nash Jr., assistant counsel. 


G.B. Thompson Jr. 
Heads Combination 
Companies Section 


George B. Thompson Jr., vice-presi- 
dent of John Hancock, was elected 
chairman of the ALC Combination 
Companies Section at the annual 
meeting of ALC in Chicago. He suc- 
ceeds W. Sheffield Owen, vice-presi- 
dent, business development, of Life of 
Georgia. 


Agency Section Elects 





te, 


Frank Vesser, right, vice-president 
of General American Life, is col- 
gratulated on his election as chairmal 
of the ALC Agency Section by his 
predecessor, Joseph L. Beesley, seniof 
vice-president of Equitable Society, # 
the annual meeting of ALC in Chicag®. 
Succeeding Mr. Vesser as section set 
retary is Raymond C. Johnson, NeW 
York Life’s vice-president in charge of 
marketing. 
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w. M. ANDERSON PROPOSES: 
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Non-Par Protection. 
Par Accumulation 


A new approach to permanent life 
jnsurance plans was _ suggested to 
American Life Convention’s Agency 
Section meeting in Chicago by W. M. 
Anderson, president of North Amer- 
jean Life of Toronto. 

His suggestions included these two 
points: 

1. “Essentially non-participating” 
current protection, at significantly 
lower cost than that for separate pur- 
chases combined with— 


Full Participation Provision 


9. Contractual accumulation under 
conservative guarantees, but with full 
provision for participation in favorable 
investment returns not required for 
contingencies affecting tthe body of 
policyholders as a whole. 

“IT commend this type of approach 
for the consideration of both mutual 
and stock companies, and I suggest 


Insurers Batted .530 
In ‘59 Life Litigation 


In reviewing 285 legal cases involv- 
ing life insurance in the past year, 
American Life Convention found that 
nearly 53% of the decisions were fa- 
vorable to the life insurance compa- 
nies, C. Clark Bryan, ALC associate 
general counsel, reported to the Legal 
Section at its annual meeting in Chi- 
cago. Out of the 285 cases studied, 
there were 73 A&S cases. 

“The remaining 212 were not all life 
insurance company cases by any 
means, but involved other subjects of 
interest, including taxation, labor law, 
bankruptcy, community property and 
$9 on,” he said. 

Many Categories Covere |! 

The categories of cases studied in- 
cluded aviation and war clauses, Fed- 
eral Trade Commission, welfare funds, 
Green River ordinances, murder of in- 
sured, community property, bankruptcy 
and exemption statutes, investments, 
soldiers’ and sailors’ civil relief act, 
binding receipts, double indemnity and 
taxation. 

“One perennial problem seems to 
be with us forever—binding receipts 
—or conditional receipts, as they are 
now more commonly called,” Mr. Bry- 
an said. “Out of seven cases decided 
the last year, six were decided fa- 
vorably to the insurer, which is a con- 
Siderable improvement over last year, 
when only five out of eight cases were 
tuled in favor of the insurer. 

“The court of appeals for the sev- 
enth circuit was the only court which 
found for the beneficiary under a con- 
ditional receipt. That case, Johnson vs 

uitable Society, involved their as- 
sured home ownership plan. Here part 
II (medical) of the application was 
never completed. 

“On March 27, 1958, insurer gave 
applicant a conditional receipt for pre- 
liminary term insurance to April 30 
and for the first monthly premium on 
the policy applied for. Applied died on 
March 29. The court interpreted the 
transaction as a contract for interim 
imsurance and based its decision on 
the usual grounds of ambiguous lan- 


guage used by the insurer in its re- 
ceipt.” 





that now is the time to study the mat- 
ter because of the current era of re- 
examination of rate structures result- 
ing from a new mortality table, higher 
interest rates, revised incidence 


taxation and emergence of expense 





patterns which are related to policy 
size,” he said. 

“The immediate future presents a 
singular opportunity for the life in- 
surance business to reorient the per- 
manent plans in such a way that they 
are capable of playing an impressive 
role in the economic and social futures 
of our countries.” 


Agent Holds The Key 


But, he added, the re-design, re- 
emphasis and re-orientation of per- 
manent plans are not enough. The final 
key lies in the hands of the life un- 
(CONTINUED ON PAGE 28) 


Salesman 


Create 
Family 


Security 
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Needn’t Tell Assignee 
That Policy Lapsed 


In the absence of contract or statu- 
tory obligation, a life company should 
not be obliged to notify an assignee 
under a policy when premiums fall due 
or when premiums have not been paid, 
Ralph J. Chittick, associate counsel of 
Connecticut Mutual Life, told the Le- 
gal Section of American Life Conven- 
tion, at its annual meeting in Chicago. 
He said this was the ruling in Gold- 

(CONTINUED ON PAGE 34) 





BMA field men have time-saving tech- 
nical help in planning a basic program or 
framework of family financial protection! 


PLANAVAC through the miracle of 
electronics, provides an important financial 
planning assist to the BMA salesman. 


Here’s how PLA NA VAC works: In- 
formation about the client or prospect is 
recorded on an IBM card which is fed into 
an IBM computer in BMA’s home office. 
Stored in this electronic computer are 
formulas and figures that produce from 
the information furnished a basic financial 
program of protection. This is used by the 


Business MEeEn’s AssSURANCE 


BMA salesman as a basis for recommend- 
ing the insurance coverage required after 
further modification to provide for the 
special individual desires of his client. 


Since August, 1959, BMA salesmen 
have been using their personal knowledge 
and wide experience with the financial need 
figures supplied by PLANAVAC to de- 
termine the proper insurance plan for the 
client. 

PLANAVAC is another example of 
the facilities available to the BMA repre- 
sentative to help him do a superior job in 
every situation. 
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Home Office: Union Station Plaza, Kansas City 41, Missouri 


Life Insurance ¢ Health Insurance Plans + Hospitalization +» Group Plans * Major Medical Expense + Annuities + Reinsurance 
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A LEADER 
in the 


SOUTH & SOUTHWEST 


Writing Both Ordinary and Weekly Premium 


Life and Health and Accident Contracts 


in the STATES of: 


KENTUCKY 
OKLAHOMA 
TEXAS 
ARKANSAS 
INDIANA 
TENNESSEE 
GEORGIA 
ALABAMA 
MISSISSIPPI 
LOUISIANA 


JOHN T. ACREE, JR., PRESIDENT 





Lincotn INCOME 


LIFE INSURANCE COMPANY 





HOME OFFICE: LOUISVILLE 1, KENTUCKY 











“My company is expanding 
in the West! This means BIG 
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"Channel your future”... come and grow with Standard. 
Learn about sales, supervisory and managerial openings. 
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A growing company, in California, Oregon, Washington, Utah, » 
Idaho, Arizona, Nevada, Hawaii, Alaska 
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U.S.-Canadian Competition Tends 
Leighton Foster 


To Balance Out: 


Life insurance transacted across a 
common border is a good example of 
how two peace-loving nations can live 
and work together in a very competi- 
tive industry, R. Leighton Foster, man- 
aging director of Canadian Life In- 
surance Officers Assn., told the an- 
nual meeting of American Life Con- 
vention in Chicago. He said life in- 
surance men of Canada and the 
United States had helped the people 
of both countries to understand each 
other better. This very fact, he said, 
had made a distinct contribution to 
the unity of the Western powers. 

Wherever possible, business across 
international borders should be a two- 
way street with a reasonably balanced 
flow in both directions. He pointed 
out that 35 United States companies 
are doing business in Canada while 
13 Canadian companies operate in the 
United States. 


Cites Amounts In Force 


The net amount of life insurance in 
force in Canada at the end of 1960 will 
approximate $47 billion, he said. 
Canadians now own more life insur- 
ance in relation to national income 
(163%) than the people of any other 
country—including the United States. 
During 1960 it is estimated that new 
policies issued and paid for in cash in 
Canada will total $6 billion. The great 
bulk of Canadian life insurance con- 
tinues to be carried by Canadian and 
United States companies although Can- 
ada now has companies from the 
Netherlands, Switzerland and Ger- 
many, as well as British companies, 
writing new business in Canada. Unit- 
ed States companies carry 28% of the 
business. 

“While United States companies still 
have more life insurance in force in 
Canada ($11,790,000,000) at the end of 
1959) than Canadian companies have 
in the U.S.A. ($8,057,000,000), and 
while more United States companies 
(20) have entered Canada than Ca- 
nadian companies (1) have entered 
the U.S.A. during the past 15 years, 
the United States business of the Ca- 
nadian companies has been increasing 
more rapidly during the past 35 years,” 
said Mr. Foster. “In 1925 it was only 
one-third the volume of the Canadian 
business of the United States compa- 
nies ($418 million compared to $1,- 
377,000,000); today it is more than 
two-thirds as much.” 


Speaks On Competition 


Mr. Foster had the following to say 
about competition: 

“If any of you who is associated 
with United States companies on this 
side of the line sometimes find the 
competition (for example, some of 
the premium rates) of the Canadian 
companies unduly irksome, shall we 
say, may I remind you that United 
States companies have frequently giv- 
en the Canadian companies a bad time 
on their own home ground. 

“The total assets of United States 
companies licensed in Canada exceed 
$80 billion and some of them are heav- 
ily over-invested in our country. Con- 
tra, the assets of all the Canadian 
companies total only about one-tenth 
that amount ($8,320,000,000). It fol- 
lows that United States companies 
sometimes have quite an edge in in- 
vestment and other situaions in Can- 
ada. For example, Canadian companies 
with federal charters may not invest 
their funds in real estate mortgages 
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if the investment exceeds 60% of thd 
value of the real estate covered there! 
by, whereas many United States com 
panies are not so restricted, except j 
respect of mortgages held in  tnuyyg 
against liabilities in Canada. 


Role Of Government 


Speaking of government superyj. 
sion of the life insurance business jp 
Canada, Mr. Foster said: 

“There are several reasons why (C3. 
nadian life insurance companies enjoy 
such a fine reputation and have ng 
only been able to hold their own jp 
the Canadian market but also to com. 
pete successfully with strong domesti, 
companies elsewhere, including the 
United States and the United Kingdom, 
Good and stable management, base 
in part on the tradition that a ful) 
qualified actuary should be one of the 
chief executives of a company, if ng 
the chief executive; the ‘know-how 
and confidence acquired in large for. 
eign operations; and the practice gj 
getting together and protecting th 
policyholders on the rare occasion; 
when a company gets into difficulty, 
are some of them. 
~ “However, in my view, sound fed. 
eral and provincial insurance laws and 
their enforcement by competent long. 
term government supervisory officials 
constitute the principal reason why it 
can be proudly said today that no pol. 
icyholder in a Canadian legal reserve 
life insurance company has ever losta 
dollar through non-payment of the 
amount guaranteed under his policy 
at death or on maturity of the contract 
since the first Canadian company was 
established more than 100 years ago.” 


Pa. Case Puts Special 
Burden On Insurers 


The Syme case, which deals with 
the admissibility of evidence of a 
application for life insurance, places 
a substantial burden on insurers, Jo- 
seph M. Hartley Jr., home office coun- 
sel of Philadelphia Life said at the 
annual meeting of American Life Con- 
vention, in Chicago, in his talk at the 
Legal Section meeting. 

In Syme vs Bankers National Life 
the supreme court of Pennsylvania 
handed down its decision on July %, 
1958. Mr. Syme had applied for @ 
additional policy from Bankers Ne 
tional, and signed an application part 
I requesting a base policy of $25,000 
and supplemental family income ben- 
efit of $250 a month. After Mr. Syme 
signed the application, the agent wrote 
on the form in a_ space marked 
“additional requests” a request for at 
alternate policy in the same bas 
amount, but providing $500 a month 
family income benefit. 


Issued Alternate Policies 


Thereafter Mr. Syme had a medical 
examination by a company-authorized 
examiner and executed application 
part II, making certain representa 
tions as to his present health and past 
medical history. The company issuél 
alternate policies, attaching to each é 
photostatic copy of the applications 
part I and II. : 

Mr. Syme accepted the policy with 
the higher income benefit and 
the first premium. He died within the 
two-year contestable period provie 
in the policy and the company denied 

(CONTINUED ON PAGE 35) 
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An unstated but strongly implied 
argument that life companies should 
carry plenty of non-ownership liability 
insurance against negligent driving 
py their agents on what might be 
construed to be company business was 
contained in the talk given at the Le- 
gal Section meeting during the ALC 
annual meeting in Chicago by Wil- 
liam C. Turpin, vice-president and 
general counsel of Bankers Health & 
Life of Macon, Ga. 

Mr. Turpin summed up his observa- 
tins thus: “The insurance company 
is liable for the automobile torts of its 
agent if at the crucial time the agent 
isa servant and if he is acting within 
the scope of his employment. This 
question is nearly always a ques- 
tion of fact, both in determining the 
agent’s status (as servant vs inde- 
pendent contractor) and in categoriz- 
ing his activity. The principle is clear, 
the application uncertain. The insur- 
ance company usually does not have 
to determine this difficult question, 
put unfortunately for the company, 
the question will usually be answered 
by a jury.” 

There are, said Mr. Turpin, two 
broad aspects of the frequently recur- 
ring problem of a life company’s 
responsibility for the negligent acts 
of its agents. One is as to the agent’s 
status, that is, whether he is the type 
of agent for whose torts the company 
is generally held liable, or whether 
his agency differs sufficiently from 
that of a “servant” so that his negli- 


A. N. GUERTIN REPORTS: 


ALC Members Paid 
$506 Million Tax 
To U. S. For 1959 


Taxes on life insurance companies 
have leaped to a new high level and 
the big increase is 
a result of the life 
company federal 
income tax act of 
1959, said Alfred 
N. Guertin, actu- 
ary of American 
Life Convention, 
speaking at the ex- 
ecutive session of 
: the ALC annual 

meeting at the 

Edgewater Beach 

Hotel, Chicago. 
A. N. Guertin “Member com- 
panies of the Convention which col- 
lect 90% of all premiums collected by 
American life insurance companies and 
hold 94.5% of all assets held by such 
companies, paid federal income taxes 
of $506 million as a result of 1959 op- 
erations, including about $26 million 
Tesulting from an adjustment to 1957 
taxes provided for under the new law,” 
said Mr. Guertin. “Taxes for the year 
1957, the last year for which taxes were 
paid under the 1955 tax law, had 
amounted to $286 million.” 


13146% Boost Over 1958 

_ “Excluding the 1957 adjustment, the 
Increase over the corresponding figure 
for 1958, collected under the same law, 
was 1312%. This large increase was 
due primarily to the important in- 
crease in the net rate of investment 


return earned by the companies on 
(CONTINUED ON PAGE 24) 
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Agent And His Car Add Up To 


Need For Insurer Coverage 


gent acts will result in responsibility 
falling on him alone and not on the 
company with which he may be af- 
filiated. 

The other phase revolves around 
the question whether, once the agent 
has been found to be a “servant,” the 
acts in question were committed by 
him as a servant or as it is usually 
said, whether the servant was 
acting within the scope of his employ- 
ment. 

Lists Significant Factors 

Mr. Turpin listed some of the factors 
that have been mentioned by the courts 
as significant in determining that a 
man is a true agent, as contrasted with 
an independent contractor: 

1. Working exclusively for the com- 
pany, or agreeing to work exclusively. 

2. Being bound or guided by a book 
of rules or regulations issued by the 
company, or being furnished with a 
manual to study and follow. 

3. Being subject to discharge read- 
ily, such as at any time, or on one 
week’s notice. 

4. Being given a list of collections to 
be made or listing the names of persons 
on whom the agent is to call. 

5. Possessing policies that the agent 
is required to deliver. 

6. Being required to report at a 
specified time to make up accounts 
and to turn in collections. 

7. Specifying the geographical or 
territorial area of the work assigned. 

8. Being accompanied at times by 
a supervisory employe or being checked 
by a superior on occasional inspection 
trips. 

9. Having little discretion as to the 
time to work or the methods to use. 

10. Being treated as an employe for 
purposes of the social security tax. 


Met Life Award To 


Cornell Scientist 

B. J. Campbell of Cornell University 
received the Metropolitan Life award 
for research in accident prevention 
for his work in correlating the point 
system in automobile driver licensing 
with highway accidents. 

The award was presented by Fred- 
eric W. Ecker, chairman Metropolitan 
Life, who expressed the hope that the 
award would help to increase both the 
quality and quantity of research and 
accident prevention. Howard Pyle, 
president National Safety Council, 
which administered the Metropolitan 
award, addressed the group on “The 
Role of the National Safety Council” 
prior to the presentation. 

Dr. Campbell, administrator of Cor- 
nell’s automotive crash injury research 
program, demonstrated that drivers 
with poor records under systems which 
assign penalty points for traffic viola- 
tions also have the worst accident rec- 
ords. His study shows that strict en- 
forcement of point systems in issuing 
drivers licenses would help to reduce 
highway accidents by removing the 
worst drivers from the roads. 

Metropolitan decided, on the occa- 
sion of the 50th anniversary of its 
health and welfare program last year, 
to offer an award for research in ac- 
cident prevention. It had in mind that 
such an award would give recognition 
and encouragement to investigators 
already at work in this field, and that 
it might attract competent scientists 
now working in other fields to devote 
their time to research in accident 
prevention. 
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Put Success in your LIFE 
"Go Western" 


Each month, more and more top-flight insurance 
men look to Western Life for a successful future. 


This might be because of... 


m Western’s Products... 
a complete line of par and non-par policies. 


m= Western’s Compensation .. . 
high earnings are the rule, not the exception. 


mw Western’s affiliation with St. Paul Fire & Marine... 
the “‘all-lines”’ era is a reality. 





m Western’s dynamic, fast-moving team... 
everyone a “pro.” 


Interested? Just write: 








a = Luther G. Thompson Robert S. Lawrence Gilbert H. Sawyer 
Sales P.O.B 1355 Dallas 
. . O. Box 1710 P. O. Box 78 ; 

. Vice Helena, Montana St. Paul 2, Min Merchantile Bldg. 
Presidents: . “ome ae ~ Dallas 1, Texas 

Agency Robert L. Utne, C.L.U. 
_ Vice P. O. Box 78 

President: St. Paul 2, Minn. 


WESTERN LIFE 


Insurance Company 


4 


(GPA 
Comp: - 
; je: 4 mS 
V1 Wi AW LS eoanue \ 
/ ee, 





R. B. RICHARDSON, President 
HELENA, MONTANA 



















@ A complete new line of low cost life insurance 
policies featuring graded premiums and lower rates 
for women. Commercial, Guaranteed Renewable, 
Non-Cancellable Accident and Sickness policies. 
Liberal Check-O-Matic. 

@ Substantial training tools, including career compen- 
sation, production incentive plans, excellent training 
program. 

@ Liberal commissions, training allowance, lifetime service 
fees, Group Life, Hospitalization and Major Medical, non- 
contributory pension. 

Company’s 55-year record is unexcelled in quality and service. 


WALTER H. HUEHL, President ARNOLD BERG, C.L.U., Agency Vice President 


I ee apolis ’ La 
. 


INSU RANC COMPANY 


ab ave btau era 


ounded 1905-Tndianapolis 


\ Mutual Company = 1 


AGENCY OPPORTUNITIES in Colo., Conn., Fla., IIl., Ind., la., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, S. D., Tenn., Tex., Wis. 
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Photo Highlights Of ALC Meeting 





Orville F. 
Grahame, vice- 
president and gen- 
eral counsel Paul 
Revere Life; John 
V. Bloys, assistant 
general counsel 
LIA, and Frank L. 
Harrington Jr., as- 
sistant vice-presi- 
dent Paul Revere. 


Victor 
' nicki, Vv 
K. A. Christensen, secretary American Service Bureau, Mrs. Christensen; _ i ti ewe 3 | ool +i. @ dent Jo 
Mrs. Bryan and C. Clark Bryan, associate general counsel ALC. .— iteant =—* J le) cock; J. 
* Swe : 3 ~ jw chief de} 
nois de 
and Ge 
, Light, 
In the Hooper- ,. ’ = F : group dk 
Holmes _ suite: [P*: 4 ». Travelers 
Spencer R. Keare, 
president Federal : . a zs 
Life of Chicago; eS an 2 . * : 
David Meacham, = : 2 ’ . 
senior vice-presi- William Cunningham, group actuary Pacific Mutual Life; Robert B. Richard- 
dent Hooper- son, president Western Life of St. Paul and a past president of ALC; Garnett 
E. Cannon, president Standard of Oregon, and Lewis R. Sams, vice-president 


Holmes, and Har- : : ; 
old W. Bangert, \ oe . and sales manager Retail Credit. 














vice-president and 
chairman Ameri- 

can L.&C. of North 

Dakota. 

K. L. Kimble, 
associate general 
counsel Life Insur- 
ance Assn.; Lee N. 
Parker, ALC ad- 
ministrative vice- 
president and pres- 
ident American 
Service Bureau, 
and Eugene M. 
Thore, general 
counsel LIA. 





a 
Mrs. Frederick King, whose husband ; 
is executive assistant of Hooper- F. L. Wehr, president Monumental 
Holmes, and Raymond A. Burke, vice- Life, left, and Richard B. Evans, presi- 
president North American Re. dent Colonial Life. 


Vinton C. John- 
son, chairman 
Century Shares 
Trust, Boston, and 
Mrs. Johnson, and 
Raymond H. Belk- 
nap, president 
United States Life. 


A. G. Foy, 2nd vice-president American Service Bureau; Mrs. Lee N. Parket 
whose husband is ALC administrative vice-president and president of the bu 
eau; Theo. P. Beasley, president Republic National Life, and Otto V. Elder, vit 
president American Service Bureau. 
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Three former 
presidents of ALC 
in the American 
Service Bureau 
suite: Cecil Woods, 
president V olun- 
teer State Life; 
Richard B. Evans, 
president Colonial 
Life, and Joseph 
M. Bryan, senior 
vice-president Jef- 
ferson Standard 
Life. 








tes 





John Lloyd Jr., attorney Western & Southern; Buist M. Anderson, vice-presi- 
dent and counsel Connecticut General; Clarence L. Peterson, executive vice- 
president Union Central, and Ronald Swinford, vice-president New York Life. 


Victor A. Lut- 
nicki, vice-presi- 
dent John Han- 
cock; J. W. Ross, 
chief deputy Illi- 
nois department, 
and George E. 
Light, seeretary 
group department 
Travelers. 












W. E. Bixby, president Kansas City * *- s ey 
Life, and Jul B. Baumann, president Arthur C. Daniels, vice-president and 
Illinois Mid-Continent Life. Mr. Bixby secretary Institute of Life Insurance, 
is a former ALC president and Mr. and Frank O. H. Williams, senior vice- 
Baumann a former president of NALU. president Connecticut General. 








Dudley Dowell, executive vice-pres- Rw. Edick (right), president and 

} ident and chairman executive commit- secretary Provident Life of North Da- 

tee New York Life, and Frederic M. kota, driving home a point in an un- 

Peirce, president General American posed picture with W. Lee Shield, ex- 

” ecutive vice-president and _ general 
counsel of ALC. 





At the reception and cocktail party held annually for the past several years 
for members of the Convention by the Chicago law firm of Peterson, Lowry, 
Rall, Barker & Ross. From left: Mrs. Abe R. Peterson, whose husband is 
senior partner of the legal firm; Mr. Peterson; Mrs. George L. Gordon, whose 
husband is general counsel of Business Men’s Assurance, and Mr. Gordon. 


Seated: H. Lewis 
Rietz, executive 
vice - president 
Great Southern 
Life; Mrs. George 
A. Anderson, 
whose husband is 
President of Amer- 
jean L. & C. of 
North Dakota, and 
E. J. Faulkner, 
President W oo d- 
Men ASL. Mr. 
Anderson is stand- 
ing behind his 


Donald S. Mac- 
Naughton, associ- 
ate general counsel 
Prudential; Lever- 
ing Cartwright, 
president Cart- 
wright, Valleau, 
Chicago invest- 
ment securities 
firm; John B. Stod- 
dard Jr., assistant 
general counsel 
Prudential, and 





le. 
Mrs. Levering 
J. Parkes, Cartwright. 
F the bur: 
der, vice: 
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Ohio Blue Cross Rate 
Hike, Oldster Proposal 
Irk Cleveland Doctors 


Cleveland Academy of Medicine and 
Blue Cross of Northeast Ohio are at 
odds regarding a proposed basic rate 
increase of 22.4% in seven of the 12 
counties the latter serves. Blue Cross 
plans to ask the Ohio department to 
approve the basic increase, plus an 
improved plan for older subscribers, 
who would pay lower rates. The lower 
rates—moving in progressive stages 
until a person who has held hospital- 
ization insurance for 40 years would 
pay nothing at 65 for continued pro- 
tection—would be financed through a 
5% boost to subscribers in all 12 
counties. 

Dr. P. J. Robechek, president of the 
Cleveland Academy, said doctors had 
worked with Blue Cross to develop the 
discount proposal for older persons, 
but he said the 22.4% figure was never 
mentioned. “Had the plan for decreased 
costs for elderly people been intro- 
duced alone, it would perhaps have 
caught the imagination and interest of 
all voluntary insurance carriers,” said 
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Dr. Robechek. “As it now stands, this 
feature is lost, making it just another 
Blue Cross plan asking for another rate 
increase.” 

Under the plan, senior subscribers 
would have their rates cut 25% after 
10 years enrollment. After 20 years, 
their rate would be down 50%. The 
plan would reduce rates gradually for 
all participants who have five conse- 
cutive years of enrollment before they 
become 65. The new elderly discount 
plan would cost individual subscribers 
25 cents more each month, and family 
contract subscribers would pay 50 cents 
more. 


Canadian Officers’ Assn. 


Promotes Dimock, Allen 

Frank C. Dimock has been named 
secretary of Canadian Life Insurance 
Officers Assn., succeeding the late 
Bruce R. Power, and Miss Bessie Al- 
len has been appointed administra- 
tive assistant. 

Mr. Dimock joined the association 
in 1953 and has recently been in charge 
of research activities as executive as- 
sistant. Miss Allen has been assistant 
secretary. 


Mutual Benefit Life 
Supervisors Gather 


Mutual Benefit Life’s supervisors 
conference, which was held at Chi- 
cago’s Congress Hotel, featured a se- 
ries of panel and round-table discus- 
sions covering various phases of the 
supervisor’s duties, including recruit- 
ing, selection, training, supervision, 
planning and money management. 

Prospective agent recruiting inter- 
view techniques were demonstrated by 
Daniel D. Dell, supervisor at Cincin- 
nati. 

Round-table moderators included 
Jack Henson, Oklahoma City, recruit- 
ing and selection, and Bernard Mayer, 
New York, training and supervision. 

General Agents Kenneth R. Bent- 
ley, Danville; Stuart A. Monroe, Chi- 
cago; John O. Wilson, Chicago, and 
retired General Agent Raleigh R. Stotz, 
Grand Rapids, discussed various phas- 
es of agency management. 

H. Douglas Palmer, 2nd vice-presi- 
dent, assisted by William F. McMurry, 
director of training, and William F. 
Blake Jr., assistant director of train- 
ing, conducted the conference which 
concluded with a dinner. 


























Sales Schools 


terials. 


The 


Between now and April, Lincoln Na- 
tional Life pension sales schools will 
be conducted by home office officials 
in 30 cities throughout the country. 
Twofold purpose: 
fresher course for all Lincoln Life 
agents interested in this profitable mar- 
ket, (2) Introduce and explain the 
Company’s new pension sales ma- 


Such activities and sales tools are 
another reason for our proud claim 
that LNL is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Pension 


(1) Provide re- 


Fort Wayne, Indiana 
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See Pressure For Mich. 
Blue Cross Rate Hike 


LANSING—Renewed pressure fy 
approval of higher rates for Michiga 
Medical Service (Blue Shield) wa 
foreseen this week with disclosure }y 
Dr. G. Thomas McKean, the organiza. 
tion’s president, that a deficit of 
million will be incurred this year, Ay 
increase of 11.5%, approved by Cop, 
missioner Blackford, was placed jp 
effect as of July 1 but a boost of 1954 
had been sought as necessary to kee 
the service solvent. 

The current rate schedule is sup. 
posed to remain in effect for one yeq 
and Dr. McKean said a study is noy 
under way to determine how large a, 
increase will be requested next yey 
and how soon the request will be file 

Hospital medical care and surgery 
outside hospitals are the two cate. 
gories running up heavy losses at thi 
time, he indicated. “More minor gy. 
gery,” he said, “is being performed jr 
doctors’ offices and patients seem to 
staying longer in hospitals.” 

Had the full increase asked this yex 
been placed in effect, the cost to men. 
bers would have been only 70 cent 
more, on the average, than the presen; 
cost, Dr. McKean explained. He said th: 
request was based on a two-year pr. 
jection of costs, rather than on a sing 
year for which the compromise rat: 
boost was approved. 


Blue Shield Concern Over 


Trademark Proves Needless 


Wrongly assuming that a suggestior| 
for a “Blue Star” prescription dry 
cost insurance plan contemplated for. 
mation of an insurer outside the ex. 
isting Blue Cross-Blue Shield frame. 
work, National Assn. of Blue Shiel/ 
Plans has had its lawyer formally 
warn the maker of the suggestion thai 
the use of the words “Blue Star” o 
“Blue” with any other words woul 
be regarded as an infringement on the 
Blue Shield service marks “and woul 
lead to litigation unless abandone 
voluntarily.” 

Perry N. Zang, manager of the phar- 
macy department of Macy’s, New York 
department store, made the sugges- 
tion at the American Pharmaceutica 
Assn. convention, and it was reportei 
in the Aug. 26 issue of The Nationa 
Underwriter. There was no | 
tion in the item that Mr. Zang hai 
in mind setting up an insurer outsit 
of the regular “Blue” orbit, and his 
full text indicates that he would like 
to see his idea carried out by existing 
“Blue” facilities. 

The letter to Mr. Zang closes with 
this sentence: 

“May we have your assurance thi 
in your future speeches any sugges 
tion to prepay costs of prescription 
drugs will be made without the sug 
gestion to use the word ‘Blue” 


Equitable Sales Letters 
Win Direct Mail Award 


A direct mail campaign conducte 
by Equitable Society has been chose! 
for one of the major awards in thé 
annual international contest held bi 
Direct Mail Advertising Assn. Selectt 
from among 300 entries, the Equitable 
campaign was adjudged a winner !! 
the financial group. ; 

The award was based on a series © 
four sales letters made available 
Equitable agents for mailings to pre 
pects. Each letter was directed at! 
specific audience. A significant aspé 
of the campaign was the results 0 
tained—over 23% of the prospects 
plied. 
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GREENSBORO, NORTH CAROLINA 


® GROUP @e ACCIDENT and SICKNESS 


LIFE 


LIFE INSURANCE EDITION 


RAI N NG advertising and merchandising 


support on our sales representatives 


Pilot Life goes to the public—to inform, 
educate, sell. How? Through consistent ad- 
vertising and attractive merchandising aids. 
Full-page ads in The Saturday Evening Post, 
regional and spot television, local newspaper 
and radio, and direct mail — are used to 
successfully reach and influence the entire 
market. In the field, the Pilot Life sales rep- 
resentative is well-equipped to capitalize on 
this strong advertising. He uses the latest sales 


aids, audio-visual aids and presentation ma- 
terials—individually tailored to the needs of 
his prospects. No wonder the Pilot Life sales 
representative “reigns” supreme. He has the 
coverage in policies and programming to in- 
crease his business month after month . . . to 
take advantage of the fertile market the “rain” 
of advertising and merchandising support 
creates. 
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Warns Against Greater 
Efficiency Attained At 
Policyholders Expense 


There exists the danger that the life 
insurance business will become so con- 
cerned with efficiency that public con- 
venience and satisfaction will be over- 
looked. D. E. Kilgour, president of 
Great-West Life, warned in the closing 
address of Life Office Management 
Assn.’s annual conference in Toronto. . 

Mr. Kilgour said that any step taken 
by the life insurance business that is 
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retrogressive in its impact on policy- 
holder relations must be considered 
highly suspect, even if it is more effi- 
cient. 

“We can never forget that we are 
the custodian of the long-term savings 
of people who, individually, have little 
voice in how we administer them,” 
Mr. Kilgour pointed out. “Happily, and 
properly, we have close government 
supervision so that we follow sound 
principles and are always able to honor 
our obligations. 

“But no one will spark progress, or 
initiate the imaginative and aggressive 


pursuit of new courses which will best 
serve our policyholders except our as- 
sociates in the life business. We must 
not shrink from intelligent experiment, 
nor can we stand rooted behind tradi- 
tional concepts or practices unless 
fresh and uninhibited thinking con- 
firms their validity,” Mr. Kilgour said. 


Joseph W. Price III of the law firm 
of Duane, Morris & Heckscher of Phil- 
adelphia, will speak Nov. 9 to the Es- 
state Planning Council of New York 
City on “How Will Clauses Can Influ- 
ence a Beneficiary’s Income Taxes.” 





You’re confident when a 


$ 


you're well equipped 


You're confident when 


you’re well insured 


Zing! goes the reel—taut goes the line—what a thrill when a big one strikes! 


There are those who say fishing is all a matter of luck, but we can’t agree . . . not 
entirely. Surely you need skill, good tackle, and an experienced captain to pilot you 
safely at sea! So it is with insurance . . . an experienced Pan-American representative 
can steer you wisely along a charted course and equip you with confidence to meet any 
rough seas which may lie ahead. Most young men don’t view the future as a matter 
of “luck”. They plan. . . and protect their loved ones with adequate insurance. 


There’s coverage for mortgage payments. . 


plans cost little for men in their early years. 


Ask your Pan-American representative about all this. 


He’s an expert at tailoring coverage to fit your needs, and your budget. 


AMONG THE TOP 10% OF U. S. LIFE INSURANCE COMPANIES WRITING MORE THAN 90% OF ALL LIFE INSURANCE 
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ALC Members Paid 
$506 Million Tax 
To U.S. For 1959 


(CONTINUED FROM PAGE 19) 
their assets. This rose from 3.85% ty 
3.96%. Assets of United States com. 
panies increased by 6% from $108 bj). 
lion to $114 billion at the end of th 
year 1959.” 

State taxes and other federal taxg 
in 1959, excluding real estate taxg 
amounted to $360 million, includin 
$270 million of state taxes on prenj. 
ums. Total taxes incurred by all lif 
insurance companies during the yea 
therefore, were well in excess of $91; 
million or $5.25 for each $100 of pre 
miums collected during the year. This, 
as a result of the enactment the ney 
tax law, compares with $4 only thre 
years ago. There is no doubt that th 
corresponding figure for 1960 will 
even higher, said Mr. Guertin. 

“These heavier taxes result in high. 
er costs of insurance to the public” 
he said, “and offset some of the de. 
creased costs resulting from improve 
mortality experience and improve 
investment return.” 





Offset Some Of Saving 


Mr. Guertin discussed a number @ 
important developments in the bus. 
ness. In the statistical section of his 
report he developed the ALC positiq 
as a representative of the life insup 
ance business, the position of the 
insurance business as a savings mech 
anism among the various savings ip. 
stitutions of the country such as say. 
ings and loan associations, uninsurei|f 
pension plans and investment trusts 
Under the heading of policy and con. 
tract matters, he included advance 
made in legislation involving new 
mortality and morbidity tables, pro. 
posed amendments to the _ standar 
non-forfeiture and valuation laws ap- 
proved by National Assn. of Insurance 
Commissioners, as well as develop 
ments in connection with minimun 
deposit plans, guaranteed insurability 
riders, group insurance and _ variable 
annuities. 





Pacific National Life 
Holds Agency Convention 
South Of The Border 


Pacific National Life held its annuai 
agency convention in Acapulco, Mex: 
ico. One entire session was devoted to 
a new audio-visual sales tool adopted 
by the company and other sessions 
were held on various other specialized 
subjects. 

The president’s cup was awarded to 
the mid-Pacific agency at Honolulu 
and Conrad Shuster, Oakland, Cal, 
was named man of the year. 


i, 


Paul Revere Holds Biennial 


Convention For Group Men 

The biennial national conference o 
group sales representatives of Paul Re- 
vere Life was held at the Oyster Har- 
bors Club, Osterville, Mass. 

Russell Armentrout, director of group 
sales and service, was _ conferentt 
chairman. Speakers included Frank L 
Harrington, president, John J. Plumb, 
vice-president and director of agen 
cies, Allison S. Beebe, vice-president 
and manager of the group department, 
Francis A. Harrington, vice-president 
and secretary of the group depart 
ment, Thomas H. Kirkpatrick, vice- 
president and actuary, Allan E. Johns, 
superintendent of group underwrit- 
ing, J. J. Mellor, assistant superintet 
dent of group underwriting, and ? 
William Forester, group actuary. 
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Home Office Changes 


Prudential 

J. A. Daley, assistant director of 
methods research, has been promoted 
to associate director of electronics re- 
search. R. T. Stein, senior methods 
analyst in the electronics research 
division, has been named to succeed 
Mr. Daley. 

Dr. P. Y. Reinartz, medical director 
at the regional home office in Jack- 
sonville, has been transferred to the 
home office at Newark. 


Royal Neighbors 


Miss Margaret Walker will retire 


nly threg Jan. 6 as supreme recorder and will 
t that the— be succeeded by Mrs. Katharine B. 
0 will jeg Dunn, who is now deputy supreme 


tin. 
t in high. 


recorder. 
Miss Walker has been in the life 


> public’ business for 40 years, and with Royal 
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supreme recorder. For 19 months be- 
fore that she was an actuary. Previous- 
ly she had actuarial experience with 
two other companies. She is a fellow of 
the Society of Actuaries and is a past 
president of the Secretaries Section 
of National Fraternal Congress. 

Mrs. Dunn has been with ' Royal 
Neighbors for more than 31 years and 
tas been deputy supreme recorder 
since 1950. 


Equitable Of lowa 
E. W. Leon has been appointed field 
supervisor. He has been field training 


i assistant. 


Southland Life 


E. S. Coleman Jr. has been named 
advertising assistant to J. L. Briggs, 
vice-president and director of public 
relations. 


Aetna Life 


G. E. Mann has been elected a di- 
rector. He is senior vice-president of 
Aetna Casualty & Surety and Stand- 
Fire. 


Pacific Mutual 


Mrs. Helen Olson, editor of the em- 
Ploye magazine, has retired after 43 
years with the company. 


New York Life 


Named 2nd vice-presidents are: 

E. P. Brooks, former assistant vice- 
president, group department. He joined 
the company as assistant manager of 
the group service control division and 
later was appointed director, manager 
of group policyholders relations, and 
divisional sales manager. He was with 
Aetna Life and Massachusetts Mutual. 

Mendes Hershman, who has been 
assistant vice-president, housing de- 
partment. 

J. H. McLellan, former assistant 
vice-president, investment department. 
.E. C. Rose Jr., who was assistant 
vice-president, real estate and mort- 
Sage loan department. 





F. G. Kimball, director of sales 
training in the marketing department, 
has been named assistant vice-pres- 
ident. He was with John Hancock and 
the Purdue course as associate direc- 
tor. 

P, J. Lynch and J. V. Phelan, both 
counsel, have been appointed assist- 
ant general counsel in the legal de- 
partment. 
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tAuthority: 
The National 
Underwriter. 
Based on 717 
Companies 

Reporting 


<The 


Dr. T. P. Jernigan III and Dr. L. J. 
Tedesco, assistant medical directors, 
have been named associate medical 
directors. 


United Benefit Life 


Joseph Lockman has been named 
assistant director of management train- 
ing. He has been a member of the 
home office life training staff. 


Educators Of California 


Francis E. Bowen has been appoint- 
superintendent of agencies. 


ed He 
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has held home office positions with 
Canada _ Life, Pacific Mutual and 
Standard of Oregon. 


BENEFICIAL STANDARD LIFE has 
named C. M. Le Feuvre assistant ad- 
vertising director. He has been with 
the old Guaranty Union Life (now 
Western & Southern), Pacific Mutual 
and Constitution Life. 


INSURANCE CITY LIFE has ap- 
pointed J. F. Hoar, northeastern region- 
al representative, as sales manager. He 
assumes the duties of former vice- 
president C. A. Peterson relating to 


Report from Chicago... 








insurance 
Company In sie 
Savings Bank, Mass...................0.000.0.5. 687,888,154 
WN i 54,490,686 
Bankers Life, Neb.................0....... . 673,840,980 
North Amer. Co. for L., A. & H...... ; 673,410,739 
Group..... eeaceceetcvcccee Ge 
ae 
FESS CES Ree Ae 367,489,000 
ites ee 658,193,838 
5 Rae eee 247,991,502 
SERS Ree 654,903,068 
See Bree cc 363,667,415 


Since 1886 


. 646,979,435 
966 


Growth and progress . . . dramati- 
cally portrayed by The National 
Underwriter’s latest rankings of 
717companies—North American 
up 65 positions over the previous 
year! 

This is a typical North Ameri- 
can action story—a continued 
story. For instance: this year 
North American’s Ordinary life 
sales (exclusive of group or re-~ 
insurance) were up 250% over 
the first four months of 1959. 

At North American Total- 
Quality* has been fused with 
modern professionally tested 
total-merchandising. Together 
they command the authority 
that wins sales for North Ameri- 
can fieldmen. 

Whatever the aim may be in 
life—or A&H sales—The North 
American’s positive performance 
spells success! 

*Total-Quality is the mark of 
distinguished products by North 
American since 1886. 


‘ 


NORA ARPdHRAICAN CDRdPANY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


Operating in 48 states and District of Columbia 


209 SOUTH LASALLE STREET + CHICAGO 4 + ILLINOIS ’ 


Now over $700,000,000 in force 
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supervision of sales and policyholder 
relations. Mr. Peterson has resigned, 
but will continue as a director. Mr. 


Hoar was New England regional re- 
presentative for Old Republic Life. 


PRAETORIAN MUTUAL LIFE— 
R. A. Wallis has been named premium 
accounting head. 


AVIATION EMPLOYEES LIFE has 
elected C. F. Rosser a vice-president. 
He was with Connecticut General. 


HeNATIONAL UNDERWRITER 


systems and procedures’ manager. He 
was assistant secretary and procedures’ 
manager of Citizen’s Mutual Auto- 
mobile. 


Forres Wood, San Antonio manager 
of Mutual Life of New York and pres- 
ident of San Antonio Assn. of Life 
Underwriters, has joined CITIZENS 
REPUBLIC of San Antonio as presi- 
dent. 





Sales of North American Life of 
Chicago in September were 10% ahead 


Changes In The Field 


Connecticut General 


K. P. Coyle, senior brokerage con- 
sultant and assistant manager at New 
York, has been appointed manager of 
the Wilkes-Barre brokerage agency, to 
succeed E. B. Stringham II, who has 
retired. Mr. Coyle was treasurer of 
New York City A&H Underwriters 


MICHIGAN LIFE has 


appointed of September, 1959 and business for 
W. C. Carty assistant secretary and the first nine months increased 32%. Assn. 





Hold That Plane! 


Sometimes a home office man from Minne- 
sota Mutual comes this close to missing his 
plane. He’s jumping fast out in the field 
working with agents, putting dollars in their 
pockets, and demonstrating that our formula 
for success in selling life insurance really 
works. 


Here’s the formula: “ The right combi- 
nation of organized selling methods 
Thoroughly proven presentations aimed 
at selling life insurance to fit specific needs 


The Minnesota 


Insurance 





Dramatic and convincing visual aids that 
get a prospect’s full attention M A better- 
paying incentive contract for agents, incor- 
porating an unusual combination of persis- 
tency fees for quality business. 


Shown how by a fast-moving home office 
staff, our field force has put Minnesota 
Mutual in the top 4% of companies in the 
industry. The “Star of the North’ now has 
over $2 billion of life insurance in force— 
the second billion written in less than five years ! 


Mutual Life 
Company 


Victory Square-St. Paul, Minnesota 
We Also Write Accident & Sickness, Non-Cancellable, Renewable to Age 65 
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R. B. Grote, assistant manager of 
the Cleveland brokerage agency, 
has been appointed manager at Buf. 
falo to succeed K. H. Curle, who js 
returning to a career as agent. 


Occidental Of California 


J. E. Carnal, 2nd 
vice-president, is 
returning to field 
work as manager 
at Chicago. He 
previously had 
been field assistant 
and brokerage 
manager there. 

J. C. Camirand 
has been appointed 
general agent at 
Sault Ste. Marie, 
Ont. and L. R. 
Parker is the new 
manager at Daly City, Cal. Mr. Cami. 
rand has been with Great-West Life 
and Mr. Parker was assistant manager 
at San Francisco. 

New assistant brokerage manager at 
Pasadena is Edward L. Morris. He ha; 
been with Acacia Mutual and befor 
that with Prudential. 





J. E. Carnal 


Provident Mutual Life 
Philip Walker and M. A. Weis 
have been named co-managers of a 
new district office at Mineola, NY. 
Both have been with New York Life 


Pan-American Life 


T. M. Harrison 
has been appointed 
general agent at 
Nashville. He was 
general agent there 
for Lincoln Na- 
tional Life, and 
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prior to that was 
agency vice-presi- 
dent of Columbian 
Mutual Life. He is 
president of Nash- 
ville General 
Agents & Manag- 
ers Assn. and a di- 
rector of Nashville Life Underwriters 
Assn. 





T. M. Harrison 


National Life Of Vermont 
Lester Blakely, manager of the Tex- 
as investment office at Dallas, ha 
been appointed district supervisor 
there, to replace Neil Thomason, wh 
has retired after 28 years with the 
company. 


Prudential 
J. F. Calvin has been appointed 
manager at Phoenix. He will be sut- 
ceeded as manager at Eugene, Or 
by E. P. Jaffarian, who has been d- 
vision manager at Seattle 


Security Mutual Of N. Y. 


R. W. Michaels, president of M: 
chaels & Reed at Buffalo, has bet! 
named general agent there. He wé 
agency vice-president and _ geneté 
agent for Federal Life & Casualty # 
Buffalo. 


Continental American Life 

Appointed general managers of nef 
agencies are: 

S. C. Culotta at Baltimore. He 
been brokerage manager there fi 
Prudential. 

J. H. Fischer at Dayton. He has bee 
a manager for Union Central Life # 
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Toledo and has qualified for Million 
Dollar Round Table. 

Ww. R. Monroe at Columbus, where 
he has been general agent for United 
States Life. 


State Mutual Life 


W. F. Hartt, for- 
mer manager for 
Mutual of New 
York at Trenton, 
has been appointed 
manager of the 
Lexington Avenue 
agency in New 
York of State Mu- 
tual. 

M. E. Dunsworth 
has been appointed 
assistant manager 
at Kansas City. He 
was formerly with 
Penn Mutual and most recently with 
Springfield-Monarck at Kansas City. 


W. F. Hartt 


Fidelity Mutual Life 


G. A. Hatzes, general agent at 
Washington, D.C, has been appointed 
general agent of a new agency at Ft. 
Pierce, Fla. He is a life and qualifying 
member of Million Dollar Round Table 
and past president of D.C. General 
Agents Assn. and D.C Life Under- 
writers Assn. 

R. L. Hatzes, assistant general agent 
at Washington, D. C. has been appoint- 
ed to succeed his father there. He is 
a CLU. 

H. N. Lyon, general agent at Oak- 
land, Cal., has been transferred to a 
new general agency at Monterey. He 
will be succeeded by H. F. Prochaska, 
supervisor in the Kenney agency at 
Los Angeles. Mr. Lyon, a CLU, was 
president of Oakland General Agents 
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& Managers Assn. and is a life mem- 
ber of Million Dollar Round Table. 

D. P. Kreer, supervisor at Chicago, 
has been appointed general agent 
there, to succeed J. H. Brennan, who 
has retired after 25 years. Mr. Kreer 
is a life and qualifying member of 
Million Dollar Round Table. 


Life Of Virginia 

S. P. Mancuso Jr., field training su- 
pervisor, becomes manager of a new 
district office at Akron. Anthony 
Guerra and L. B. Davis, associate man- 
agers, respectively, at Cleveland and 
Detroit, have been transferred in that 
capacity to Akron. 

E. W. Scott, field training super- 
visor, has been named manager of the 
district office at Staunton, Va. 


Connecticut Mutual Life 


T. B. Anderson 
Jr., brokerage su- 
pervisor, has been 
appointed general 
agent at Columbus, 
to succeed V. K. 
Miller, who has re- 
tired, but will re- 
main with the 
agency in personal 
production. Mr. 
Anderson was for- 
merly with Con- 
necticut General 
Life and is a for- 
mer vice-president of Hartford Super- 
visors Club. 


Aetna Life 


C. M. Morgan Jr., general agent at 
Saginaw, Mich., has been appointed 
general agent at St. Louis, to succeed 
W. W. Smith, who has been named a 





T. B. Anderson Jr. 


partner at the William Street agency 
in New York. Mr. Morgan has also 
been cashier at Syracuse, Cincinnati 
and Boston and supervisor at New 
York. 


Home Life Of New York 
N. A. Siegfried has been appointed 
manager at St. Louis where he has 
been assistant manager for New York 








Harold Young 


N. A. Siegfried 


Life. He will be assisted by H. E. Ben- 
sieck, acting manager, who has been 
named associate manager. 

Harold Young, director of the life 
department at the Fox-Everett brok- 
erage agency in Jackson, Miss., has 
been appointed Home Life’s manager 
there, to succeed O. M. Barry. Mr. 
Young was division manager for Pru- 
dential at Jackson, and is vice-presi- 
dent and a director of Jackson Life 
Underwriters Assn. 


Southland Life 
B. C. Lanier has been appointed 
manager at Dallas. He was staff man- 
ager at Winston-Salem. 


United States Life 


W. E. Rand, training supervisor for 
Prudential, has been appointed man- 
ager of the new agency at Portland, 
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Me. He was a director of New Hamp- 
shire A&H Underwriters Assn. and is 
vice-president of Maine General 
Agents & Managers Assn. 

C. E. Morgan, agent in Peoria for 
Mutual of New York, and P. B. White 
agent in Seattle for General Life of 
Seattle, have been appointed general 
agents at Peoria and Fremont, Cal., 
respectively. 


Berkshire Life 


Henry Stein and R. C. Short have 
been appointed supervisors at New 
York and Pittsburgh, respectively. 


Franklin Life 


L. C. Simmons has been appointed 
general agent at Burien, Wash. 


New England Life 


R. S. Volkman, 
manager at Salt 
Lake City, has 
been promoted to 
general agent 
there. A CLU, he is 
director and edu- 
cational chairman 
of tre Utah chap- 
ter. He was for- 
merly manager at 
Fresno, Cal. 





af 


R. S. Volkman 


American United 
C. A. Black Jr., has been appointed 
manager at Des Moines. He was dis- 
trict manager there for Northwestern 
National. 


Mutual Benefit Life 


L. D. Kriens, formerly with John 
Hancock at Los Angeles, has been 
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PERSONAL PROTECTION SINCE 1903 * COMMERCIAL A&H * DEBIT PLANS * ORDINARY LIFE © GROUP 
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Fashions in insurance change too! That 
is why Inter-Ocean Insurance Company 
is constantly alert to the ever-changing 
demands of this fast-moving era in pro- 
viding for better, more inclusive, broader 
coverage for individuals and family pro- 
tection. Whether it is Accident, Sickness, 
Hospital, Ordinary Life, Medical and 
Surgical or Loss of Income protection 
Inter-Ocean coverages reflect the pro- 
gressive concepts so necessary to agent’s 
success and the policyholders security. 
Write for additional information. 
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appointed group representative at the 
San Francisco regional office. 
Republic National 
E. J. Scheffel has been appointed 


manager at Austin, Tex. 


PACIFIC FIDELITY LIFE has ap- 
pointed E. R. Smith regional super- 


intendent of agencies for California 
and Arizona. 
WESTERN TRAVELERS LIFE— 


C. H. Pottier has been named regional 
manager for northern California at 
Palo Alto. 


FieNATIONAL UNDERWRITER 


Insurers Stepping Up 
Use Of TV Advertising 


Insurers are not only rapidly ex- 
panding their use of TV but are broad- 
ening the type of program used to 
reach sizable audiences, Television 
Bureau of Advertising reports. 

Investments in the medium for gross 
time billings alone in 1960 will top $16 
million, the bureau estimated, com- 
pared with $14,040,755 in 1959. The fig- 
ures include network and _ national 
spot time. Programs being used by in- 


surers include Prudential’s “Twentieth 
Century’; Kemper group’s ‘Celebrity 
Golf”; Travelers’ “The Right Man”; 

North America’s ‘‘Today”: Allstate’s 
“Thriller”; and Equitable Society’s 
“American Heritage.” 

In the first six months of 1960, insur- 
ers had gross time billings of $7,264,611 
in national TV, including $5,584,611 in 
network and $1,680,000 in spot TV. 

The leading insurer advertiser on 
network TV in the first seven months 
of 1960 was Mutual of Omaha with 
gross billings of $2,369,634 and Allstate 
with $1,688,700. 





LOOKING FOR A MEMORABLE CONVENTION SITE? LOOK TO 
CANADIAN PACIFIC HOTELS FOR THE FINEST FACILITIES! 


Get more done, have more fun at CANADIAN PACIFIC hotels 
..- located all across Canada. For information and reserva- 
tions write: Convention Traffic Department, Canadian 
Pacific Railway Company, Windsor Station, Montreal. 





THE ROYAL YORK, Joronto, Ontario. The largest and most 
luxurious hotel in Teronto. There’s a new 400-room wing, bring- 
ing the total to 1,600 rooms. And every one has radio and TV! 
Convention facilities include: the new Canadian Room accom- 
modating 2,200. Seating capacity 7,500 in public rooms. New 
lounges, dining rooms. Serving capacity of 10,000 at any one 
mealtime! Complete public address systems—35 and 16mm pro- 
jector equipment. 400-car garage with registration facilities, and 
connecting overpass to hotel. The Royal York is located in the 
heart of metropolitan Toronto—just one night away from key 
U.S. cities! Open year-round. 





CHATEAU FRONTENAC, Québec. World-famous hotel overlook- 
ing colorful Québec and the mighty St. Lawrence. Convention 
features: 660 rooms, meeting and exhibition rooms, private din- 
ing rooms, sound projectors. Superb food, thoughtful service. For 
after-convention hours: snow sports, golf, sight-seeing, shopping 
on quaint, winding streets. In French we call it a succés fou! In 
any language: an unforgettable convention! Open year-round. 
DIGBY PINES, Dighy, Nova Scotia. Unique fishing town inn. 175 
rooms, 31 cottages. Convention facilities. Golf, fishing, tennis, 
swimming. Superb seafood. Open June 15 to September 3. 
CORNWALLIS INN, Kentville, Nova Scotia. Set in the peaceful 
orchards of the lush Annapolis Valley. Facilities for 150, ideal 
for small gatherings. Fishing, golf nearby. Open year-round. 


ALGONQUIN, St. Andrews-by-the-Sea, New Brunswick. Wonder- 
ful Old English atmosphere, fine food and service. Accommodates 
350. For after-meeting hours: golf, swimming, tennis, fishing, 
shuffleboard, sailing. Open June 23 to September 9. 


ROYAL ALEXANDRA, Winnipeg, Manitoba. 450 well-furnished 
rooms. Dining room, coffee shop. Selkirk Lounge. Many conven- 
tion facilities. Open year-round. 


THE SASKATCHEWAN, Regina, Sask. 270 rooms with radio, 
some with TV. Comfortable accommodations. Good food and 
service. Dining room, coffee shop. Open year-round. 


THE PALLISER, Calgary, Alberta. 487 rooms. Radio, TV avail- 
able. Dining room, coffee shop. Range Room, Penthouse Lounge. 
Centrally located. Open year-round. 





BANFF SPRINGS, Banff, Alberta. Baronial retreat mile-high in 
the Canadian Rockies. Spectacular view of snow-capped peaks, 
sunny mountain trails. 600 rooms, every convention facility. 
Cocktail lounges. For fun: swimming, shuffleboard, riding, golf, 
dancing. Scenic tours. Planned entertainment. Open May 20 to 
September 14. 


CHATEAU LAKE LouISE, Lake Louise, Alberta. Just 40 miles 
west of Banff. A majestic mountain retreat and world-famous 
resort. Every window reflects the calm and might of ageless peaks. 
400 rooms. Adequate convention facilities. All Alpine sports. 
Boating, riding, swimming, dancing, concerts nightly. Open June 
13 to September 5. 





EMPRESS HOTEL, Victoria, B. C. Located on Vancouver Island, 
evergreen playspot of the Pacific Northwest Coast. 570 rooms. 
Meeting, exhibition, private dining rooms. Coronet Lounge. For 
relaxation: hunting, golf, riding, fishing, swimming in famous 
Crystal Gardens. Mild climate. Open year-round. 
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tial character of substantial retiremey 
fund objectives. 

3. Demonstrating the efficiency 
power and certainty with which con. 
tractual accumulation through a life 
insurance company can __ transmute 
long term savings into retirement ben. 
efits. 

4. Designing long-term savings pr. 
grams compatible with the family; 
changing savings capacity and ade. 
quate to achieve the retirement fun 
objectives. 


Task Of Great Magnitude 


5. Demonstrating the inherent mer. 
its of combining current protection an 
contractual accumulation in single ip. 
struments—the permanent plans ¢ 
life insurance. 

“Carrying out these responsibiliti« 
is a task of great magnitude,” M, 
Anderson said. “Indeed, it would bk 
an impossible one but for the fact tha 
social security, employer benefit plan 
and a variety of savings institution 
combine to help in solving some of the 
problems. The presence of these othe 
instruments complicates the problem 
of permanent plan design, but they are 
conducive to the process of finding 
convincing and feasible solutions t 
the problems which lie within the vasf{ List Seve: 
area of responsibility of the life under. 
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point that the heads of families and 
their wives will think of adequacy 
when they think of life insurance; to 
the point that they will really regard 
our field men as counsellors and friends 
when they call about life insurance. 
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Not Just Advertising 


“This is no plea for additional paid- 
space advertising necessarily. It is 
rather a call for an even greater 
awareness than has already been 
shown by our companies of the im- 
portance of informed and favorable 
public attitudes toward life insurance. 
We can advertise without end, but 
unless this advertising, like the sales- 
men who follow it, creates or finds a 
receptive audience when it arrives, 
there will be no effective delivery of 
the message. 

“This is a large assignment, because 
it requires that programs designed to 
teach the wisdom and desirability of 
the savings feature of life insurance 
be enlarged and improved; it requires 
that both in our public performance 
and our private thoughts we empha- 
size that the principal business of life 
insurance is to provide for the finan- 
cial security of the public; tkat its 
investment activity is wholly in fur- 
therance of this purpose and not an 
end in itself; that we dramatize more 
effectively the fact that an individual 
man has no life expectancy and 
therefore must rely on life insurance; 
that only life insurance has lifetime 
guarantees and that life insurance has 
the ability to provide against unfore- 
seen financial emergencies as nothing 
. can.” 
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List Seven Troubles 


Earlier in his talk, Mr. Newton an- 
alyzed the troubles that plague the 
business because of this failure to con- 
dition the public adequately: 

1. In spite of all the efforts to date 
to provide enough life insurance, the 
average coverage per family in this 
country is only about $9,500. This in- 
cludes every form, kind or description 
of legal reserve life insurance. 

2. In 1956, 39% of premium income 
was produced by 5% of the families 
insured. In 1950, 5% of families in- 
sured acounted for only 26% of pre- 
mium income. 

3. The lapse rate for the business 
as a whole has been rising for several 
years up to 1959, when there was a 
slight improvement. 

4.In spite of improved selection 
tools, training techniques and financ- 
ing plans, there has been no significant 
Improvement in agent turnover. 

5. The increase in the number of 
agents is not keeping pace with the 
Increase in population, nor has there 
been any noticeable increase in the 
number of college students interested 
#2 making life insurance a career. 

f §. The rate of growth of assets is 
slowing noticeably, and the average 

Premium per $1,000 of ordinary insur- 
pance has decreased in the last decade 
from $29 to $24. 


} Cutstripped By Other Media 


§ 7. Whereas the life insurance busi- 
pss was clearly the principal instru- 
ment of the small saver from the end 
Sof World War II until as recently as 
1953, today other institutions are 
outperforming life insurance in the 
rompetitive race for the savings dollar. 
Coma big even as these conditions 
' mst Yad see the cost of maintain- 
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these troubles, said Mr. Newton, pro- 
ceeding to list some of the things 
often thought to be causes though they 
are actually not—and some of the 
things that might not be considered 
causes but that most likely are. 


Jumbo Group Listed 


“We have all heard it argued that 
the seat of our trouble lies in the 
growth of jumbo group,” he observed. 
“Another school of thought blames 
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Says Industry Must Do Much More In Assisting Agent 


mutual funds. A third seeks to charge 
the government and its entry into cur 
business through social security, vet- 
erans’ insurance, pensions; and simiiar 
benefits with the responsibility. 
“Some would place the blame on the 
tax structure and its penalty on in- 
dividual thrift, and a more recent 
vogue has been the tendency to blame 
inflation. I don’t want to seem abrupt 
in dealing with these attitudes because 
they all have in some way contribut- 


29 
ed to the situation. In my opinion, 
however, the major way that these 


several cevils are to blame is ihe ex- 
tent to which we have ei! wed our- 
selves to be diverted by them from 
recognizing more significant 1 asons. 


Deplores Wasted Time 


“Let me say emphatically that I do 
not advocate jumbo group, government 
entry into our business, the present 
tax structure, inflation or unbridled 
uve of term insurance. Eut I do Ge- 
plore the amount of time we spend in 
celarorst thee several candidates 





Solo... 


alone, 


he’s glad Dad’s there just in case. 


In business 114 years 


beneficiaries and flexible policy contracts. 








but not unguarded 


It’s a great day for a boy when he solos. Still, 


Dad himself rides solo as the breadwinner of 
the family—but he, too, has a “‘just in case”’ 
friend standing by. His dependable friend is 
the Connecticut Mutual Life man who helped 
tailor a life insurance plan precisely for him. 


A CML man can help you, too, plan for 
family security, education and retirement. He 
can help you select the right combination of 
policies and settlement options from the hun- 
dreds CML offers. This way you’ll get the 
most for the dollars you invest in life insurance. 


So talk with your CML man. He can help you 
answer that important question, “How much 
and what kind of life insurance should I own?”’ 


CML, with offices in more than 200 cities throughout 
the country, is owned by its policyholders who enjoy 
substantial dividends, and is noted for high income to 


Connecticut Mutual Life 


INSURANCE COMPANY « HARTFORD 


Fine prospects saw this in | [MME and Newsweek 





Close to ten million people were exposed to this appealing 
advertisement which originally appeared in full natural 
color. Hundreds of thousands of them will remember this 
message about the value of the services of the CML man. 
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when our own personal ends and of 1959 that became the basis of a of life insurance, but may be a stim- 
those of the public would be better discussion by LIAMA. ulus. Less than half the sample inter- 
served if we exerted our energies in Among the many useful facts dis- viewed by Life had even heard of 
equal part in other directions. closed by the institute study, it showed mutual funds and the majority of these 


“This is not just my personal opin- that coverage under social security, see mutual funds and life insurance 
ion. This view is the only conclusion veterans’ insurance, pension plans or as serving separate and distinct func- 
that can be reached if reserches car- group life is not incompatible with tions. It was the clear opinion of the 


ried on both within and cutside our ownership of individual life insur- majority that one is not a substitute 
business are studied.” ance. This doesn’t mean that such for the other. 

Ctiek See: Mtaiies programs stimulate sales of individual Mr. Newton recalled _that at the 

: ? insurance, but there is no evidence investment seminar during the Life 

In this connection, Mr. Newton that they act as a barrier to individual Insurance Assn. of America meeting 

cited the 1957 study of Institute of insurance, Mr. Newton said. last December President Donald Slich- 


Life Insurance, “The Life Insurance The Life magazine study indicated ter of Northwestern Mutual pointed 
Public,” and the Life magazine study that inflation is no barrier to the sale out that for every dollar going into 
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Times were never better for sales of Pension Trusts... More than 
half a million small companies (firms employing 50 people or less) 
are discovering every day...they need Pension Trusts! The secur- 
ity provided by Pension Trusts reduces costly labor turnover, retains 
valuable employees, prevents “job shopping” for fringe benefits, 
and increases efficiency by retiring over-age personnel...BUT, 
most “Small Business Men” feel they’re too small to do anything 
about it! There’s your market!! Your prospects will be happy to 
know that Pension Trusts can be totally tax deductible... that 
Security Mutual tailors its plans to meet the needs characteristic 
of small business. Here is a Pension Trust Plan that you have been 
waiting for...SECURITY MUTUAL’S Pension Trust Service...de- 
signed to build BIG BUSINESS...for YOU! 





Contact your Security Mutual General Agent today, or write 


Richard E. Pille, President. 





Harland L. Knight, — 


Agency Vice President. 81 EXCHANGE STREET, BINGHAMTON, NEW YORK 
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of its service. Mr. Newton believe sions 
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cate the public more _ thoroughly i 

the real barrier to adequate distribi- you 
tion of life insurance service and i step | 
also the major reason for the othe 
problems he cited. Act | 
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widely appreciated, Mr. Newton askedl Ame 
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provides protection against prematul 
death and this is largely the reas 
why six out of seven families have ! 
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flexibility and multiple uses. 
Reason For Hostility 


“Developed in this way, it is 
why agents are often greeted with# 
almost hostile resistance rather 
attentive courtesy,” he said. “Tf # 
agent meant nothing to you bey® 
being the one who warned agai 
the possibility of your premall 
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been a failure in communications. We 
have not transmitted the importance 
of adequacy, either in kind or amount. 
We have not succeeded in creating 
widespread understanding of many 
things rather than the one thing that 
only life insurance can do. 

“Jt has been said that a revolution 
may be needed to remedy this. If so, 
Im sure that we are all for it be- 
cause no position could be more un- 
tenable for our business than one of 
indifference or inaction in the face 
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If you are qualified in Life- 
and-Accident-and-Sickness 
Insurance and are ready 
to step up to the General 
Agent level . . . THINK 
WHAT YOU CAN BUILD 
FOR YOURSELF IN THE 
NEXT 10 YEARS WITH AN 
OLD LINE LIFE GENERAL 
AGENCY. 


Old Line Life offers solid 
advantages to such men 
...modern policy contracts, 
sales aids, liberal commis- 
sions, plus financial assist- 
ance and the know-how 
you need to make your 
step a rewarding one. 


Act now, write for full 
information. The Old Line 
Life Insurance Company of 
America, Milwaukee 1, 
Wisconsin. Dept. N-10 


Forrest D. Guynn, Ex. Vice President 
R. J. Kohiruss, Director of Sales 


IN CALIFORNIA, FLORIDA, ILLINOIS, 
INDIANA, IOWA, MICHIGAN, MINNE- 
SOTA, OHIO, SOUTH DAKOTA, 
WISCONSIN 


up he se [are 


INSURANCE COMPANY OF AMERICA 


HOME OFFICE MILWAUKEE 








of the public as to its real insurance 
needs.” 

As to what has all this to do with 
the problems of public attitude, or of 
agent turnover, more and _. better 
agents, high cost of production, or 
lapse ratio, Mr. Newton said that first 
it can be agreed that public education 
is the only sure road to favorable pub- 
lic attitude. And furthermore, while 
up to now the scrutiny has been prin- 
cipally on the problem of adequacy of 
coverage, all of these conditions are 
related to adequacy and can be 
shown to be problems flowing in major 
part from the public’s lack of under- 
standing of the business. 

Undoubtedly some part of the dil- 
emma is that too much has been ex- 
pected of the agent and not enough 
has been done to help him. The busi- 
ness has pretty largely left to him the 
job of education and the task of 
shaping public attitudes. 

“Our failure to do a better job has 
undoubtedly contributed to the ease 
with which the public has _ fallen 
prey to the siren song of ‘buy term 
and invest the difference,’ and this also 
helps to explain why other forms of 
savings have increased markedly at 
the expense of our service,” said Mr. 
Newton. 

Mr. Newton said the program he 
suggested calls for high business stand- 
ards, a strong sense of civic responsi- 
bility, and greater efforts to inspire 
and train employes both in the home 
office and the field to a higher stand- 
ard of performance. Fine efforts along 
these lines have been made through 
Life Office Management Assn., LIAMA, 
CLU and LUTC; through public serv- 
ice programs, contributions to wortky 
activities through company and insti- 
tutional advertising and in a host of 
other activities with which all are fa- 
miliar. 

Problems Still Exist 

“The point is that the problems I 
have outlined still exist despite what 
we have already done,” he said. “This 
means to me that what we have al- 
ready done and are doing is not 
enough. It is fine as far as it goes, but 
much more is demanded. If we had 
done enough to teach the importance 
of thrift through life insurance, I 
don’t think I would have been told as 
I was recently by someone who should 
have known better, that I must accept 
the view that we are living in a credit 
economy and not a savings economy; 
that, for example, nobody these days 
suggests that education should be paid 
for out of savings—the government 
should foot the bill or the required 
amount should be borrowed and paid 
back over the productive life of the 
child. 

“If we had done enough educating, 
call reluctance—which in large part 
stems from the public’s lack of recep- 
tive understanding of our product— 
would not be the widespread cause of 
agent’s failure that it is. If we had 
done enough, we would have pro- 
gressed farther in the direction of 
having the public want our service on 
some basis other than pure protection. 

“James Hagler in the Harvard Busi- 
ness Review asks, ‘After all, how ef- 
fective can personal selling be when 
the product itself is something the 
customer does not want?’ We rely on 
personal selling more than any other 
institution with a product or service 
to distribute. Therefore it is impera- 
tive that we do more than we have 
done to make the public at least aware 
of all the opportunities our service 
provides. 

“I’m not enough of a dreamer to 
expect that we will soon. be able to 
make the public actively crave our 
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service. I don’t seek this objective. But 
we should do what is necessary to 
create widespread awareness of the 
desirable opportunities our service 
opens up for the public. This alone 
would provide a reception for our 
salesmen that would promote better 
selling, faster selling, and more sell- 
ing. These would serve to reduce 
lapses and cost of production, promote 
the confidence and success of our 
salesmen, attract more and better men 
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recommended course of action beyond 
what I have already said. If I have 
succeeded in making you think about 
these important problems and these 
suggested solutions, and if when you 
go home you will review what you 
are doing and what in addition you 
may do to add to our collective effort 
as an industry, the moments we have 
spent together will have been well- 
spent. Even more important, the im- 
proved public attitudes which can re- 





to our ranks, and help to bring about 
a more adequately insured public. 
“TI won’t attempt to blueprint a 
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Now, for the first time, you can make photo-accurate 
copies of anything up to 14” wide by any length 
in one quick, simple operation O Just slip in the 
original...take out a perfect, permanent copy—in 
seconds O No separate exposure and process 
steps 0 No chemical handling O No mess O No 
waste of time and materials O The Cormac “500” 
makes perfect copies of any original—pen, pencil, 
crayon, any ink, even spirit duplications O Anyone 
can operate it, even a green office boy O It is the 
most efficient, economical, versatile photocopy 
instrument you can buy O And it’s beautiful, too— 
designed by Raymond Loewy Associates in two-tone 
unbreakable cabinet that blends with any office 
decor O Start saving time, money and work in your 
office now—with the Cormac “500” 0 It carries the 
famous Cormac reputation and is available through 
Cormac’s nation-wide sale-service and dealer organ- 
izations O For full information or a demonstration 
in your office, mail the coupon below O 
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Editorial Comment 


Running Interference For The Agent 


What’s keeping the life insurance 
business from expanding its sales in 
line with the needs and buying power 
of the American public? Is it because 
the agent is being asked to carry the 
ball without enough blockers running 
interference? 

Convincing evidence that the agency 
system cannot be used to its full ef- 
fectiveness unless a better job is done of 
conditioning the public is contained in 
two very recent talks, one by Raymond 
C. Johnson, New York Life’s vice-presi- 
dent in charge of marketing, at the 
annual meeting of Life Insurance Ad- 
vertisers Assn., and the other by 
Blake T. Newton Jr., executive vice- 
president of Institute of Life Insur- 
ance, at the Agency Section meeting 
of American Life Convention during 
the ALC meeting this week in Chicago. 

Sure, life companies will go on re- 
cording new highs in sales, insurance 
in force, premiums and assets. Increas- 
ing numbers of people will make a 
good living in the field and home of- 
fices. But how much significant prog- 
ress is being made in narrowing the 
gap between the American people’s 
present life insurance coverage and 
what it ought to own, on even a bare- 
needs basis? The answer is not a 
cheering one. 

The plain fact is that far too many 
people are grossly ignorant about all 
but the death coverage aspects of life 
insurance. The users of life insurance 
have grown in sophistication but the 
public is, by and large, naive. This is 
not surprising, perhaps, considering the 
glee with which people rush into debt 
for every imaginable purchase and 
still manage to sleep at night. Times 
will always be good; death will never 
be a problem for me, but life insur- 
ance is “a good thing,” so I’ll carry a 
few thousand. That’s the attitude 
that’s widely exhibited, even though 
not stated in those exact words. 

Neither is it surprising that people 
tend to think of ways to get out of 
talking with a life insurance salesman 
rather than of ways to find a good 
one and pump him for all the informa- 
tion they can get. After all, buying life 
insurance involves two of the most 


painful processes known to man: con- 
templation of his own death and pay- 
ing out substantial amounts of money 
that will benefit him personally—if at 
all—only at some indefinite future 
time. 

What the typical family head needs 
is to be made so conscious of his future 
needs and obligations and those of 
his dependents that he will feel acute 
anxiety if he neglects them. They will 
need to matter more to him than a 
flashy new car, than membership in a 
country club, than a new power-boat 
or a trip to Europe. Only then can we 
expect the typical prospect to welcome 
a call from a qualified life agent in- 
stead of looking for ways to put him 
off. 

In that connection, the word “quali- 
fied” is worth thinking about. Because 
when Mr. Prospect smartens up enough 
to want the help and advice of an 
agent, he may very well become dis- 
criminating enough to demand that 
his agent know his job and not be 
merely a motivator. It seems likely 
that companies will need to exercise 
more of what manufacturers refer to 
as “quality control” over their agents. 

With the public’s attitude what it 
is today, it is understandable that an 
essential part of the agent’s equipment 
is the ability to be undaunted by— 
and then to overcome—the prospect’s 
reluctance to talk seriously about his 
life insurance needs. But if this atti- 
tude among potential buyers can be 
changed to one of thirsting for truly 
expert advice, it can be expected that 
the companies, in developing their 
agents, will be putting more stress on 
what advice to give and less on how 
to get the prospect to hold still for the 
interview. This in turn should con- 
tribute to the public’s getting a chang- 
ed “image” of the agent. 

That will be all to the good, because 
unfortunately the public tends to ex- 
aggerate those encounters with agents 
in which the agent knew little except 
how to put an emotional half-nelson 
on a reluctant prospect. A good deal 
of this attitude toward such incidents 
is mere self-justification: The prospect 
excuses his refusal to buy on the 


ground that the agent didn’t know his 
business and was obnoxious. Thus the 
man salves his conscience by telling 
himself he has not made a decision 
against life insurance that he knows 
he needs, but has merely delayed ac- 
tion until he can deal with a compe- 
tent, congenial agent. 

The large-scale conditioning of the 
public through media other than the 
direct impact of the selling force may 
well be the next great development 
in the field of life insurance merchan- 
dising.—R. B. M. 





Personals 


Russell W. Steger, general agent at 
Chicago of New England Life, was 
voted one of the city’s outstanding 10 
young men of 1960 by Chicago Junior 
Assn. of Commerce & Industry. 


W. L. Hadley, vice-president and 
secretary of the Eastern Underwriter, 
has been ill for several weeks at his 
home in Plainfield, N.J. 


Dr. Lydia G. Giberson, assistant vice- 
president of Metropolitan Life, has 
been named winner of the award for 
“The Outstanding Professional Woman 
of The Year,” given annually by Busi- 
ness & Professional Women’s Clubs 
of New York. 


H. S. Payson Rowe, financial vice- 
president of John Hancock, has been 
elected a director of Norfolk & West- 
ern Railway. 


William R. Ballard, assistant secre- 
tary All American L.&C., was married 
Oct. 1 to Miss Jean Anne Gieske of 
Park Ridge, Il. William Ballard is the 
nephew of E. E. Ballard, president of 
All American. The couple honeymooned 
in Bermuda. 


Deaths 


GEORGE T. GREGORY Sr., 72, who 
retired in 1945 as associate manager 
of the Chester, S. C., district of Life 
of Virginia, died suddenly at his home 
there. 





Mrs. KATE WAGNER, 75, mother of 
Russell L. Wagner, vice-president and 
actuary of National Life & Accident, 
died in Iowa City of a heart attack. 


EDMOND F. KARAM, secretary- 
treasurer of United States Life’s Baron 
agency at New York, died suddenly at 
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his home in Brooklyn. He joitied the 
company’s advertising and sales pm, 
motion department in 1949, later py, 
coming its director. In 1955, he left th 
home office and went with the Bar, 
agency. 
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sultants of Chicago 
and San Francisco, 
died w hile vaca- 
tioning in Wiscon- 
sin. He was also 
chairman of the 
affiliated Associ- 
ated Consulting 
Services. A life and 
qualifying member 
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re entered the business in 1922 as, 
general agent at Spokane for Unig, 
Central. He later went to Portland, 
Ore., in the same capacity and in 19% 
became assistant superintendent of 
agencies at the home office. In 1930 My 
Zischke was appointed general agent a 
Chicago, and in 1938 formed the Zis. 
chke organization. 
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DON B. ALFORD, 73, whose so, 
Don K., is a Prudential manager at Chi. 
cago, died at his home in Evanston 
Ill. Commercial manager for Interna. 
tional News Photos in Chicago, he re. 
tired in 1951 after 33 years with the 
company. 

im. 
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By H. W. Cornelius of Bacon, Whipple & Co, 
135 S. La Salle St., Chicago, Oct. 11, 1960 
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Unusual In Life Business fin ining” 
The conditional sales contract undet fhd casualty. 
which American Investors Life Bip, and, gen 
Houston purchased the business ffoblems. 
Colorado Credit Life (reported in thf... Boy 1 
Sept. 30 issue) contains the unusual . oi 
feature of allowing Colorado Credit vith time 
Life, or in this case its former presi " boy w 
dent, Allen J. Lefferdink, the opportu € was g 
nity to repurchase the company if cet-f™* 4nd the 
tain conditions are met. It is assumed a one of the 
that the conditions have to do with the® en 
repayment of a large loan. Bt “Stock pl 
Some hard feelings have entered this eee i 
picture already. Two Colorado Creditf*"8es again: 
Life officers, D. Walter Swan and Het- md and he y 
ry A. Heinly, have been appointed op f ‘V° Stocks, 
erating officers to run the Colorad ee 
Credit Life division of American Inf 7° Stock o 
vestors Life. They have lockelf’ "ginally 
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LIFE INSURANCE EDITION 


Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 
The market spasm in fire-casualty shares due to Donna plus a bad general 
market seems to have subsided. The story on the Donna losses is just now be- 
oming definitive. During the first few days there were contradictory estimates. 
several individual quick guesses by companies proved to be optimistic, while 
he adjustment bureau sizeup stood up. A few samplings of present individual 
mmpany estimates suggest that the losses are in the range of 15% of extended 


Some of the stocks were scarcely affected at all; for instance Federal Insur- 
ance gave up only one point, while others were off 10% or more. Renewed 
wying interest developed and several advisory services said Donna gave a new 
warding opportunity in these shares which are one of the favored groups today 
n the consensus of the investment community. 

Whether the actual third quarter results will disturb investor confidence re- 
to be seen. Donna isn’t the only adversity. Auto liability insurance is caus- 
ing increased anxiety in the light of the new and varied competitive pressures. 
kome of the most consistently profitable operators in this field are apprehen- 
ive. Workmen’s compensation continues to be a loser; contract bond losses are 









offerdink out of the Colorado Insur- 
nce Group Building in Boulder which 
constructed. Messrs. Swan and Hein- 
contend that Mr. Lefferdink took a 
ighly proprietary view of the com- 
mny, that he was taking out furniture 
nd records, and that his activities in 
he building were a hindrance and a 
anger to the continued operation of 
he Colorado Credit Life. 

Mr. Lefferdink replied with a $7.5 
illion lawsuit against Swan, Heinly 
d American Investors Life. He 
arges that Swan and Heinly con- 
nired with American Investors Life 
p wrest control of his companies from 
im. 

ganized Company In 1949 

Mr. Lefferdink started Colorado 
redit Life in 1949 and ran it into a 
ecessful company with a new nine- 
ory bright shiny home office building 
n Boulder, the largest structure in 
pwn. His troubles began when he 
ranched out in all directions, forming 
fore than 30 corporations, of which he 
as inevitably the president. He liked 
bname organizations after himself, so 
hat there were companies such as Al- 
n Investment Co., Park Allen Hotel, 
len Enterprises, etc., etc. 

Mr. Lefferdink’s eagerness to exert 
is executive skills took him into such 
pried fields as hotel construction, 
wnership of an office building, a giant 
musement park, ownership of banks, 
stock investment company, a lending 
bmpany, several holding companies, a 
re and casualty company, a life com- 
phy in Puerto Rico, and so on. Most 
these ventures ran into snags of one 
d or another. The amusement park 
being sued by creditors, as is the 
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28% wifiice building in Denver (the old 
- 7 aniels & Fisher Tower which was re- 
are ed the Tower Merchandise Mart); 

¢ banks have been sold; the holding 

panies show a deficit and are in- 
Is tive; the hotel, which was to have a 
ess imming pool suspended over the 

ain dining room, was sold; the fire 
act under hd casualty company is in receiver- 
Life “Bip, and, generally speaking, there are 
siness ‘oblems. 






brmer Boy Wonder 


For a time Mr. Lefferdink, now 42, 
Bs the boy wonder of western finance 
.fPo he was getting space in Fortune, 
€ and the business magazines. His 
pS one of the first companies to offer 
Combination life policy-savings ac- 









lunt-stock purchase plan, but he did 
ered thi’ Pursue it. Then the SEC filed 
lo Credit#*"8es against his investment com- 
snd Hen-#"Y 8nd he was restricted to trading 
nted op § 'W° Stocks, his office building and 
Colorad® 





© amusement park. 

ican In-f'he stock of Colorado Credit Life 
locked 4 originally at $2, after several 
dividends went as high as $16, 








but it has tumbled to $1. 

Mr. Lefferdink is credited by Den- 
ver newspapers with selling $12,873,- 
000 in stock to the public in five is- 
sues in five years, most of the buyers 
being Coloradoans. They are reported 
to have suffered a combined loss of 
$3,854,000 on their operations. This 
does not include Equity General, a gen- 
eral fire-casualty insurer, which is in 
receivership in Florida. 

Even as Equity General went under 
and creditors harassed Mr. Leffer- 
dink from all sides, he announced 
plans to organize Allied Lending Corp. 
and sell $15 million in stock. This pro- 
posal has met some hard going. 

One of the Denver newspapers re- 
ported that American Investors made 
a loan of more than $500,000 to Leffer- 
dink companies some while back and 
that this loan was secured with 200,- 
000 shares of Colorado Credit Life stock 
and 700,000 shares of Equity General. 

Mr. Lefferdink got his start in the 
insurance business with Northwestern 
Mutual, and he was a successful agent. 
When he was in the navy he conceived 
the idea of forming a number of little 
corporations which would each pay 
him a nominal amount every month. 
He had a gas station or two, real estate 
interests, etc. Then as time went along, 
he found out how easy it is to sell 
stock in holding companies. When he 
had Boulder Acceptance Corp., Allied 
Colorado Enterprises and Denver Ac- 
ceptance Corp. all rolling at once his 
detractors had little left to say. 


Calls Stockholder Meeting 


When the SEC was after Mr. Leffer- 
dink’s investment company, he called a 
meeting of stockholders and interested 
parties in an auditorium in Denver. He 
wanted to tell one and all that the 
charges were unfounded and that there 
was a rosy future ahead for his com- 
vanies. This was intended to be a 
rousing affair with a full house and a 
lot of thunder, but it didn’t come off. 


Although the seats were free, not 
much of a crowd turned out. 
Bankers National August 
Ordinary $5.9 Million 

Bankers National Life’s ordinary 


paid-for business in August was more 
than $5.9 million and total business, 
including group, amounted to $20.4 
million, a record. For the eight months 
ordinary business was more than $42 
million, a 15.9% increase, and total 
new business was $122 million, an 
80% increase. 


On the basis of this year’s gains, the 
directors declared a 74% stock divid- 
dend payable Oct. 21 to stockholders 
of record Sept. 20. 
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a major concern and fires were unseasonably costly. So 1960 that started off so 
auspiciously may not after all be the third year in succession to show an over- 
all improvement. Of course a favorable fourth quarter could improve the tone 
measurably. Investment income continues to be a strong factor, up probably 
8% over-all. Premiums are up and companies are worming out expense reduc- 
tions inch by inch. There is a growing realization that the race goes to the low 
cost runner. . 


—" _ 


Life insurance stocks continue to lack direction, although most of them have 
been steady. Connecticut General stands out on the strong side. Continental As- 
surance also was wanted. Lincoln National was conspicuously weak, but met 
support before dropping below 200. 

In these days of fundamental market uncertainties the differences between life 
insurance selling and securities distribution are accentuated. The life insurance 
man goes ahead (albeit with managerial egging) with no diffusion of his argu- 
ment and with no need for caution or diffidence. In a liquidating market dollar 
averaging investors ought to be putting their theory to work, but actually in such 
periods emotion takes over and such an investor either suspends operation of the 
theory or joins in the selling and the securities salesman takes to the storm 
shelter. Dollar averaging actually is done in an ascending market. There is 
simply no substitute for the day-in and day-out presentation of the trustworthy 
and all-purpose life insurance program. The insured doesn’t reconsider Fis or- 
iginal decision at each premium due date in the light of the then current values 
of life insurance contracts, nor is he emotionally restrained from going on with 
his program by political uncertainties, international crises and the Dow Jones 
averages. 

fe 

Eastern Life gained favor after the recent unconventional sale at public auc- 
tion of 7,000 shares at 271%. This stock had been inactive and dull in the low 
20’s until that time but at the auction there were complaints that 100 share buy- 
ers were not given an opportunity to bid for part of the offering. Now the stock 
is 29 bid. Conventional traders are now wondering whether the way out of the 
doldrums for life stocks may not be to sandwich a few of these in with oriental 
rug and ivory chest sets at Atlantic City auction. 

New Amsterdam Casualty stock faded about three points Friday when the 
report circulated that the Fidelity & Deposit offer will not be as liberal as many 
had hoped. If so this will no doubt mean that Clayton Gengras with his offer of 
1% shares of Security Ins. Co. stock per each share of NAC will be strongly 
in contention. Security stock has been strong at 52 bid. NAC dropped from 54 to 
5114. F.&D. has been about 50. 


a 


Aetna Fire seems to be under purposeful accumulation. It has had wide 
fluctuations. For instance one day it ran up to 90, then the next day dropped to 
83 and from there went back up gradually. 

Travelers and Aetna Life eack. was supported at the 80 level. National Fire 
gained about 15 points almost overnight, reaching the 116-120 range, after 
having plummeted about 35 points. Continental Casualty which owns more than 
80% of National was unaffected by the Donna and stock market shakeout and 
then last week proceeded to work back towards its all-time high. Hartford Fire 
was another issue that resisted tre decline. Merchants & Manufacturers of the 
Corroon & Reynolds group moved up sharply from about 13 to 15, suggesting 
the possibility of corporate developments. 

Hanover and Mass. Bonding are engaging in unhurried pre-marital studies. 
Not until possibly late in 1961 will a program be formulated and an exchange 
offer made to stockholders. Meanwhile they might be said to enjoy a com- 
panionate association, with Hanover owning about 30% of MBI. Reportedly 
Hanover paid $47 for this stock. The carrying value is very close to that figure. 
Hanover sold down from 45 to 41 in the Donna drop, but came back to 43 last 
week. MBI sagged to about 38 and again yields more than 5%. 

Great American Life Underwriters quickly lost its 100 point gain when a 
stockholder brought an action in the U. S. Circuit Court of Appeals at Philadel- 
phia against SEC, alleging that this government agency exceeded its authority 
in deciding that GALU is not a regulated investment company. There are nearly 
16 shares of Franklin Life in each GALU share. The latter dropped from 750 to 
650. Franklin had dropped previously from about 70 to 64. 

Wellington Fund eliminated 40,800 ae of Hartford Fire and 27,500 of Ins. 
Co. of North America. Financial Industrial Fund increased its holdings of Trans- 
america from 100,000 to 115,000. Incidentally Transamerica has been weak, 
falling off to 23% last Friday. Mass. Investors Growth Fund made a new invest- 
ment of 1,400 shares of Conn. General Life and added 15,000 shares of Travelers, 
increasing the total to 37,500 shares. 

—lll— 

A. M. Kidder & Co. has published its Comparative Study of Fire & Casualty 
Insurance Companies for 1959, with an insert giving comparative data for the 
first six months of 1960 and 1959. They predict that these companies will do 
relatively better in the period ahead than the general market. These stocks 
skould be considered on a long-term basis, for insurers should be judged on 
their experience for 5 to 10 years, not one or two. Dividends to stockholders 
last year represented only 46.3% of net investment income compared to 48.2% 
a year earlier and an average of 52.2% for the 10 years ended in 1955. A. M. 
Kidder favors Hartford Fire, North America and U. S. F.&G. in the best quality 
group; and American Insurance and Standard Accident as “business men’s 
risks.” 

David L. Babson & Co., Boston, put out a four-page study “Values Behind 
Life Insurance Stocks Improve.” Since 1955 the assets of the life companies 
have increased by 26%, income by 31% and insurance in force by 45%. But the 
index of life insurance share prices is no higher now than it was five years ago. 
This firm concludes that life insurance stocks are better values today than they 
have been for a long time. They note that the current price of Aetna Life is 
20% down from its 1955 high; Conn. General up 27%; Continental Assurance 
up 5%; Franklin up 22%; Jefferson Standard down 17%; Life Ins. Co. of Vir- 
ginia down 22%; Lincoln National down 20%; National Life & Accident up 
23%; Travelers down 28%; U.S. Life up 12%. 

Shearson, Hamill & Co. has a study on National Old Line of Little Rock that 
was prepared by Robert A. Sjostrom of Chicago. 
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Needn’‘t Tell Assignee That Policy Lapsed 


(CONTINUED FROM PAGE 17) 
heim vs Connecticut Mutual, in which 
two policies involved were issued in 
May, 1954. 


Had Automotive Premium Loan 


Each contained an automatic pre- 
mium loan agreement, and eventually 
each policy was assigned as security 
for the debt of the insured, although 
the assignments were absolute in form. 
They were recorded in the home of- 


fice records of the insurer in accord- 
ance with the policy provisions. 

The policies lapsed without value 
because of failure to pay the Decem- 
ber, 1956, premiums, and the insured 
died June 17, 1957. The insurer was 
never requested by either assignee to 
give notice of premiums due or of 
failure of the insured to pay such pre- 
miums when due, and no such notice 
was given to the assignees. 

The policies did not obligate the in- 


surer to give notice of premiums due 
to assignees, and in practice the in- 
surer did not give such notice unless 
required by statute to do so or unless 
specifically so requested by the as- 
signee. 

“Because of the facts and our im- 
pression of the prevailing law, we were 
somewhat surprised when the asignees 
contended that where an insurer has 
accepted assignments of insurance pol- 
icies to third persons as collateral se- 
curity, the insurer is obligated to no- 
tify the assignees of its intention to 
forfeit the policies for non-payment 








Why so many 


brokers prefer 
































Great-West Life 


Great-West Life Annuities offer your clients — at low cost — a life-time tax- 
sheltered investment ... offer you a very profitable commission rate. In addition 
to the participating Annual Premium Retirement Annuity, Great-West has a wide 
variety of participating and non-participating Single Premium Plans and many 
other contracts tailored to suit individual requirements . . . such as Temporary 
Annuity, Term Certain Annuity, Reversionary Annuity ... in fact, there’s a 
profitable Great-West Annuity to meet every need. 


Great-West Life has many other advantages too! Here are the most important... 
a wide range of quality contracts; rates that win sales; personal,attentive service 
on every contract; liberal commissions; complete co-operation and open-minded 
assistance from Head Office; plus the fact that Great-West is firmly established as 
one of the most experienced leaders in brokerage business. 


Increase your earnings . . . by selling Great-West Annuities. Call or write your 
nearest Great-West office today. 


The Great-West Life Assurance Company 


HEAD OFFICE - WINNIPEG, CANADA 
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of premiums. and thus give them 
opportunity to pay the premiums 
avoid forfeiture and, having {aileg 

give such notice, the insurer was q Burdet 
topped to defend on the theory that 4 (CON' 
policy was forfeited because of gJijability or 


¥Pa. Ca 





failure to pay premiums due,” yfresentation 
Chittick said. medical hi 
(‘Actually, there is relatively jt yently me 
authority dealing specifically with | The be! 
obligation of an insurance company application 
notify an assignee of premiums whjd the agent | 
are due, or to notify an assignee th and that 
the policy has lapsed because of thf policy was 
failure to pay premiums due, FyJjThe comp: 


thermore, many of the cases whic) 
have decided this question have jp 
volved the application of a statutory 
obligation. , 
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Saw No Obligation 


“Such applicable authority as y4 
could find seemed to support our ¢eq| 
tention that under the facts in Goi 
heim vs Connecticut Mutual the j, 
surer at no time had any obligatig 
to notify the assignees of premiuny 
due or of the nonpayment of 
premiums.” 

Mr. Chittick cited the decision ; 
the case and added: 

“Absent a contract obligation aris 
out of either the policy or the assign 
ment itself, and there being no sta 
which requires such notice, we hy 
that the insurer has no obligation 
give notice to the assignees of n 
payment of premiums, or intention 
lapse, or of the lapsing of the policy 

The citation to which Mr. Chittid « 
referred was 172 F. Supp. 195 (US 
1959); Aff’d 274 F. 2d 752 (CAD 
1960) 


LOMA Issues Report On 


Home Office Pensions 

“Pension Plans for Home Office 
ployes,” a 167-page report, has 
published by the Life Office Man 
ment Assn. and distributed to mem 
companies. The study examines 
pension plans of 199 companies in 
U.S. and Canada having a total 
more than 100,000 home office em 
ployes. 

The new report updates the versic 
published in 1953. The current stud 
not only presents information on th 
status of pension plans, but anal, 
the trends that have developed sin 
the 1953 report was issued. 

A significant feature of the report: 
a section of individual company sum 
maries. The companies are coded i 
such a way that the reader may com 
pare a particular company’s pensid 
provisions with those that existed i 
1953. 

Copies are available at the LO 
staff office, 10 East 42nd Street, Ne 
York 17, N. Y., at $3 to members (f 
additional copies) and $4.50 to nd 
members, plus 25 cents for postage, 
3% New York City sales tax where 
applies. 
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Fidelity Bankers Life set a ne 
production record during Septembq 
with sales in excess of $5 million 4 
new ordinary life business and 
million of group. \ 


i 


MANAGEMENT ( 
aA CONSULTANTS 














O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to Es 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW york 
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itt" dpa, Case Puts Special 


g ‘ailed¥ Burden On Insurers 


or Was ¢ 
ry that 4 (CONTINUED FROM PAGE 18) 
ise of qgliability on the ground that the rep- 
due,” yfresentations as to health and past 
medical history were false and fraud- 
ively lity ulently made. 
y with gf The beneficiary alleged that the 
ompany application part I had been altered by 
ims whi the agent after Mr. Syme had signed, 
signee tha] and that the copy attached to the 
use of tty policy was not part of the contract. 
due. FyjThe company admitted the alteration 
Ses whig} by the agent, and the plaintiff filed 
have j,Jwhat amounted to a motion for judg- 
| statutonf ment on the pleadings. The lower court 
‘Idenied the motion on the basis of the 
company’s allegation that the agent 
had acted as Mr. Syme’s agent in re- 
ty as yqquesting the alternate policy. The su- 
t our eogoreme court reversed this decision 
; in Goljgand directed the court below to enter 
al the jgjudgment against the defendant. = 
The court said that (1) the paper 
attached to the policy was not a correct 
copy of the application signed by the 
applicant; and (2) the paper attached 
was not an application for the policy 
actually issued within either the statu- 
ion arising tory language or the terms of the pol- 
he assigicy itself. The court further held that 
no statu# the positive language of the statute 
, We holf precluded the insurer’s argument that 
ligation t§ the acceptance of the policy consti- 
S Of nog tuted a ratification of the agent’s al- 
tention tf teration. 
le policy} Mr. Hartley commented: “The true 
. Chit significance of the Syme opinion lies 
95 (USI in the fact that the court did not even 
consider the question of whether or 
not the insured’s representations were 
in fact false and fraudulently made. 
On [The decision that the copy attached 
to the policy was an ‘incorrect’ copy 
Ss eliminated the necessity, of consider- 
)ffice En 
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Harleysville Mutual 


To Form Life Company 


The policyholders of Harleysville 
Mutual companies have approved a 
resolution authorizing the organization 
and incorporation of Harleysville Life 
Ins. Co. It will be incorporated under 
the laws of Pennsylvania. 

The life company will have an ori- 
ginal paid-capital of $300,000 repre- 
sented by 60,000 shares of $5 par com- 
mon stock and a paid-in surplus of 
$150,000 to be contributed equally by 
Harleysville Mutual Casualty and Har- 
leysville Mutual. Each company will 
receive 30,000 shares of life company 
stock. 





ing the good or bad faith of Mr. Syme 
in making the representations. 

“The effect of the decision was to 
hold that the policy was incontestable 
from its date of issue. It is this aspect 
of the Syme decision which necessitates 
a consideration and re-evaluation of 
company underwriting and agency 
practices.” 


Calls It Extreme Example 


The Syme case, Mr. Hartley said, 
is an extreme example of the rule of 
strict construction. No other state has 
gone so far as the Pennsylvania su- 
preme court in this direction; nor, he 
added, is there much likelihood that 
the courts of other states will adopt 
the Pennsylvania rule. 

“In this connection,” he said, “it 
should be noted that several states 
have recently adopted legislation spe- 
cifically authorizing insertions by the 
insurer ‘for administrative purposes 
only, in such a manner as to indicate 
clearly that such insertions are not to 
be ascribed to the applicant.’ ”’ 



















WISCONSIN 
NATIONAL LIFE 


presents 
AN INSURANCE 


Wess, 


GUARANTEED ESTATE PLAN 


For Juveniles 




















© ONE $50 PREMIUM — pays for $1,000 
life protection to age 23. Issued at ages 
0 through 15. 


AUTOMATICALLY INCREASES at age 23 
to $5,000 Life Insurance. Extra-low $75 
annual premium guaranteed. Payable 


only to age 65. 


INCLUDES 4 GUARANTEED INSURABIL- 
ITY OPTIONS— buy an additional $20,000 
in units of $5,000 each at ages 25, 27, 
29, 31 (at rates then in effect) without 
proof of insurability. ¢ 


@ UP TO 2 UNITS AVAILABLE. 


For Complete Details Write 
L. B. VAN TREESE, 

Vice President, 

Director of Agencies 


WISCONSIN NATIONAL LIFE 
INSURANCE COMPANY 


Oshkosh, Wisconsin 
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Now... Capitol Life has 


ONE BILLION DOLLARS 
of insurance in force 





|| ONE HUNDRED LARGEST LIFE INSURANCE COMPANIES 





$86,700,000 $191,200,000 


We are proud to be among the 


The Capitol Life Insurance Company 
HOME OFFICE: 1620 SHERMAN STREET - DENVER, COLORADO 





1960 


$1,000,000,000* 





* As of August 31, 1960 
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(CONTINUED FROM PAGE 13) 
ance Comm’'ssioners, who this year is 
Sam N. Beery of Colorado. 
Final event of the morning was the 
first report of W. Lee Shield as ALC 
executive vice-president. 


Campbell Luncheon Speaker 


Fcllowing the Combination Com- 
panies Section luncheon at which the 
speaker was Charles W. Camptell, 
vice-president in charge of the Jack- 
sonville regional hcme office of Pru- 
dential, the ALC executive session 
was held, with reports from ALC 
Actuary Alfred N. Guertin, Lee N. 
Parker, administrative vice-president 
of ALC and president of American 
Service Bureau, and from various com- 
mittees, the final event being the 
election of officers. 

In the evening there was the tradi- 
tional cocktail party given by the 
Edgewater Beach Hotel management. 

The Thursday general session had as 
opening speaker President Charles J. 
Zimmerman of Connecticut Mutual 
Life, followed by Lloyd M. Bentsen Jr., 






Controversy Absent At ALC Chicago Meet 


president of Lincoln Liberty Life of 
Nebraska, President E. Vincent Askey 
of American Medical Assn., and 
R. Leighton Foster, managing director 
of Canadian Life Insurance Officers 
Assn. 

In the afterncon President Howard 
Pyle of National Safety Council spoke 
on the council’s work, and President 
Frederic W. Ecker of Metropolitan Life 
presented his company’s award for 
research in accident prevention to 
B. J. Campbell of Cornell University. 
Deputy Administrator Hugh L. Dryden 
of the National Aeronautics and Space 
Administration, spoke on the impact of 
space exploration on human affairs. 
Closing speaker was Walter Cronkite, 
Columbia Broadcasting System news 
correspondent. 

That evening there was the tradi- 
tional dinner dance, with a fine pro- 
gram of entertainment. 

Another traditional Thursday fea- 
ture was the Tom Grant breakfast of 
Business Men’s Assurance, at which 
the featured speaker was the newly 
elected president of National Assn. of 


ae <> @ On <a ie n-ne Oe 





“Smart of you to choose Life & Casualty of Tennessee 


for that reinsurance connection, Davis.” 


“Thank you, sir. But since L & C has no restric- 


trons on recapture, low rates, and less than 24 hours ser- 


vice in the entire southeast,* there was really no choice.’”’ 


iad 








FteNATIONAL UNDERWRITER 


of $60 million. 






Life Underwriters, William E. North, 
New York Life manager at Evanston, 
Ill. The breakfast will be reported in 
next week’s issue. This feature was 
started 25 vears ago by the late 
Thomas W. Grant, for many years 
president and later chairman of B.M.A., 
as a means of getting officials of the 
smaller companies acquainted with 
each other, and also as a means of 
honoring the incoming president of 
NALU, and giving him an opportunity 
to express his views. 


Wisconsin A&S Agents 
Schedule Sales Congress 
For Milwaukee, Oct. 28 


Wisconsin Assn. of Health Under- 
writers will hold its annual sales con- 
gress in Milwaukee at the Hotel Pfis- 
ter, Oct. 28. 


BELIEVE ME.. 
You Need fall 


~ THREE 


Mr. Agency 
Builder: 


You should be making all 
those commission dollars that 
go with selling complete cov- 
erage to your clients: 


The theme of the meeting is ‘The 1. Life—Par 
Welfare State vs The Free State.” and Non-Par 
Speakers include Roy MacDonald, ex- 
ecutive director Life Office Manage- 2. A&S and 
ment Assn., and Chet Elston and S. L. Hospitalization 


Horman of Time of Milwaukee. The 
Wisconsin man of the year award will 
be made at the meeting. 


Conn. Mutual Again Will 


3. Group Life 
and Group A & S 


Hold Mental Health Forum AND, BEMEVE ONE, 
The second annual forum on mental YOU NEED ALL THREE 

health in business and industry, spon- A & S COVERAGES: 

sored by Connecticut Mutual Life, will 

be held Oct. 19 at the company’s home 1. Non-Cancellable 

office. The forum will include talks by 

industrial physicians from U. S. Steel, 2. Guaranteed Renewable 

du Pont and International Business Ma- 

chines on uses of psychiatry in solving 3. Renewable-at- 


management and personnel problems. 

Attending will be more than 200 
Connecticut business leaders, person- 
rel executives and professional men 
and women. 


Judd Will Speak 


The afternoon program will include 
a panel discussion and a talk by Stuart 
E. Judd, president of the Mattatuck 
Manufacturing Co., Waterbury, and 
chairman of the board of National Assn. 
for Mental Health. 

Connecticut Mutual sponsored a 
similar meeting in 1959 to bring into 
focus the enormous annual cost of 
mental illness to business and industry. 
This year’s forum will approach the 
problem on a practical, operational 
level. 


option-of-Company 


AND THEN ADD 
THESE THREE... 


1) Top-Commission 
Agent’s Contract; 


2) Well-balanced 


General Agent's 
Contract providing 
liberal overwriting, 
liberal expense 
allowance, and higher 
life-time compensation 
in service fees; 


Arkansas Insurers Merge 

American Foundation Life and Pi- 
oneer Life, both of Little Rock, have 
énnounced plans to merge. 

Louis H. Hinkle, president American 
Foundation, has been elected chair- 
man of American Foundation and 
“rank Whitbeck, president Pioneer 
Western, was elected president. Other 
officers elected were Jean Woolfolk, 
secretary-treasurer, and H. Maurice 
Mitchell, vice-president and general 
counsel. 

During the period required for con- 
solidation, officers of Pioneer West- 
ern life will remain unchanged. 

The name of the consolidated com- 
neny will be American Foundation/ 
Pioneer Western Life. The consolidated 
companies will have assets in excess 
of $3 million, and the combined insur- 
ance in force at mid-1960 was in excess 


3) New Induction 
Program—completely 
flexible for new agents, 
established producers, 


and brokers alike; 


... and in our book that totals 


making, Agency Building op- 
portunity for you—right now 
—with... 


Texas Life Underwriters Meet 
Dr. Paul Richburg, Dallas chest spe- 


COLUMBUS 15, OHIO 


OP ANS tig 0 ER RE Ss 


is 
. 


up to aclient-pleasing, money- | 


THE O10 STATE LIFE 


Jim Rundle, 
Vice-President, 
Reinsurance Division 


(hil and Casualiy 
Sass rance Company o Tonrassee 


Counsel and Technical Assistance offered new companies, 


< 
\ 








cialist, addressed the September meet- 
ing of Texas Home Office Life Under- 
writers Assn. at Dallas. He discussed 
tuberculosis and other respiratory dis- 
orders. 
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At the reception 
in Chicago honor- 
ing the appoint- 
ment of J. Edward 
Carnal (third from 
left) as branch 
manager there for 
Occidental Life of 
California were 
three officers from 
the home office: 
Earl Clark, vice- 
president; O. L. 
Frost, general 
counsel, and Hor- 
ace W. Brower, 


ALC convention. 


LIFE INSURANCE EDITION 


Frederick W. 
Read Jr., counsel 
Home Life of New 
York; Walter M. 
Robinson Jr., as- 
sistant general 
counsel National 
L.&A., and Oliver 
M. Townsend, as- 
Sistant general 
counsel Continen- 
tal Assurance at 
ALC meeting. 





president. Messrs. Brower, Clark and Frost were in town attending the ALC 





Insurance Slows Trend 
To Welfare State 


(CONTINUED FROM PAGE 13) 
and space age, “we are experiencing 
an increasing coalescence of physics, 
chemistry and biology into one sci- 
ence.” 

Must Cross Old Lines 

When a life company installs mod- 
ern electronic equipment it becomes 
necessary, in order to use this equip- 
ment to best advantage, to cross de- 
partmental lines in performing many 
functions that previously were depart- 
mentalized. This is the “consolidated 
functions” approach, he ‘said. 

Perhaps we _ should think more 
along this line in order to modernize 
our services to our clients,” Myr. Hig- 
don said: “Our various departments 
designated as insurance, accounting, 
administration, investment, law and 
actuarial, include specialists in the 
field of accounting, law,  stati:tics, 
mathematics and office services. As 
we progress in the jet age and move 
in the direction of reducing the num- 
ber of departmental divisions, is it 
possible that we may combine these 
technical skills which we now have 
In our organization to solve more ef- 
fectively the problems of our clients 
and their families in our present com- 
plex civilization? 

“To illustrate, electronic equipment, 
by its very nature of speed and ac- 


State Farm Planning 


Second Life Company 
Incorporation papers have been filed 
with the Illinois department for State 
Farm Assurance, a proposed wholly- 
owned affiliate of State Farm Mutual 
Auto. Adlai H. Rust, chairman of 
State Farm group, said the proposed 
new company would write life insur- 


ance in areas where State Farm’s pres- 


ent life affiliate, State Farm Life, is 
not licensed. 

State Farm Assurance will be a non- 
participating company with capital of 
$1 million and surplus of $2 million. 


The Rosenthal agency of St. Louis 


led General American agencies in in- 
dividual sales during August. 





Tomorrow is more than a shortcut away 


To a small boy late for dinner, lack of planning may not be too serious. 
His goal is only a familiar shorteut away. But mature goals require 
careful planning to insure that objectives come through .. . right on 
schedule. 

Through “Asset Analysis” a Connecticut General man can help you 
see what any responsible man needs to know today. First, where you 
stand. Second, where you’re going. Here’s how he can help you: 

(1) He provides you with an objective analysis of everything you 
own. (2) He shows you how your present assets can work to bring you 
toward your future goal. (3) He works out a practical timetable for 
achieving it. (4) He conducts periodic reviews to make certain that 
changes in assets or objectives are taken into account. (For example, 
predictable factors that cause unnecessary estate shrinkage can be 
clearly pointed up for consideration by an attorney.) 

Insurance? The Connecticut General man recommends it only when 
it’s obviously needed. With your own “Asset Analysis” you’ll know 
exactly where you stand—and where you’re going. See a Connecticut 
General man soon. You’ll never regret the time he spends with jou. 
Connecticut General Life Insurance Company, Hartford. 





One of a series of ads running in Time, Sports Illustrated, Harper’s and 
Atlantic. 13,000,C00 regular readers will be seeing these ads this fall. 
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Here is a man in the center of things. Accustomed to leading a full life, he plans a full 
future for his family and himself. He does this by establishing a far-sighted life insurance program 
with the helpful counselling of a Modern Woodmen agent. Our agents become thorough counsellors 
through our modern educational courses, complete through advanced training schools and regular 
sales conferences. Their prospect files are built from outstanding sales aids, including our own 
audio-visual presentations and a generous advertising allowance, which is unique in the life insurance 
industry. The Modern Woodmen Agent also has a promising future. Interested? Write us today. 


curacy of performance, may very well 
lend itself to being utilized in analyz- 
ing the insurance requirements of in- 
dividuals. Such a program offers the 
Possibility of rendering a_ valuable 
Service to our field men and their 
clients. 

“We know that our objective is to 
serve the family and the individual 
in all matters where human life values 
are concerned, in order to compensate 
or losses resulting from death and to 
finance burdens created by old age. 
Shouldn’t we be alert to all develop- 
ments which will facilitate accom- 
Pl'shing our objectives?” 


For Modern Life Insurance 
It’s Modern Woodmen 
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Society Of Actuaries 


(CONTINUED FROM PAGE 1) 
ident Bankers Life of Ia., and as pres- 
ident-elect Wilmer A. Jenkins, execu- 
tive vice-president T.I.A.A. The pres- 
ident-elect will automatically succeed 
to the office of president next year. 
Newly elected for a two-year term as 
vice-presidents were Mr. Henningsen 
and J. H. Miller, Springfield-Monarch 
companies. 

W. A. Milliman of Milliman & Rob- 
ertson, was elected for a one-year term 











HteNATIONAL UNDERWRITER 


Annual Covers Multitude Of Topics 


as vice-president. M. D. Miller, 2nd 
vice-president and actuary Equitable 
Society, continues as vice-president. 
D. G. Scott, Continental Assurance, 
secretary-treasurer, was elected secre- 
tary and W. L. Grace, Massachusetts 
Mutual, was elected treasurer. A. T. 
Bunyan, Phoenix Mutual was reelected 
editor. 

Six members were elected to the 
board of governors for a three year 
term: J. C. Archibald, Bankers Life of 





“Tenth anniversary 
today, Al. 
We sure owe 


our reinsurer a. 
CaN 


vote of 
thanks !” 


“| agree, Vic. North American Re- 
assurance has joined in building 
our assets and ‘in force’ in so many 
ways.” 


‘‘Right—and in some ways you'd 
never think of.”’ 


“Like the way their advice helped 
stabilize the persistency level of 
our ordinary life business ...and 
how their advice on policy loans has 





LIFE e 


Two excellent descriptions of services available from life reinsurers are 
yours for the asking. One is an article on life reinsurance services in 
general, by Assistant Vice President Burtt D. Dutcher of North American 
Re, and the other our own booklet outlining the services of North Ameri- 
can Rein particular, called "Reinsurance Exclusively.’ Simply address: 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 


230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 
Reinsurance Exclusively 
ACCIDENT & SICKNESS e 
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turned out to be sound from both 
the financial and public relations 
angles.”’ 


‘More than that—they deserve a 
lot of credit for the efficiency of our 
data processing, and the economy 
of our company car expense and 
rental procedure.” 


‘And what | like most is their at- 
titude. They're always willing to 
help, whether from headquarters or 
their regional offices. They really 
rate our thanks.” 


“You bet... they help 
keep this life company 
lively!” 


Regional Offices 





GROUP 


Ia., T. E. Gill, London Life; A. N. Guer- 
tin, American Life Convention; J. T. 
Phillips, New York Life; C. A. Spoerl, 
Aetna, and B. A. Winter, Prudential. 

Formal papers were presented and 
discussed at the meeting. E. E. Clarke 
of the Canadian insurance department 
presented “Remarriage Experience Un- 
der the Pension Act of Canada” in 
which an increasing trend toward re- 
marriage was reported. In his paper 
“Adjustment of Premiums Under Guar- 
anteed Renewable Policies,” E. P. Barn- 
hart, Washington National, analyzed 
the concepts involved in the guarantee 
of unrestricted continuation of cover- 
age, without the guarantee of the price 
that will be charged for such coverage. 
Adjustable premium contracts are call- 
ed for where the future hazard is ab- 
normally unpredictable or where scan- 
ty and immature statistics have caused 
the future hazard to be insufficiently 
measured. The adjustable premium 
policy is a relatively new development 
in A&S. 


Large Audience Response 


The paper drew a large response 
from the audience. Walter Shur, New 
York Life, stated that “future adjust- 
ment of premiums will serve precisely 
the same function as future adjustment 
of dividends—namely, the realization 
of insurance at actual cost.” 

D. H. Harris, chairman of the so- 
ciety’s advisory committee on educa- 
tion and examination, discussed chan- 
ges being planned in the society exam- 
ination requirements. The new pro- 
gram, to be effective not earlier than 
1963, will provide more frequent ex- 
aminations, will reduce the amount of 
subject material in each examination, 
and will divide the whole syllabus into 
10 instead of eight individual exam- 
ination units. 

In addition, at the advanced level it 
will allow for specialization in a par- 
ticular field of actuarial science, there- 
by reducing the total amount of study 
material to be mastered by any one 
candidate. These changes will permit 
students to complete the curriculum 
more quickly but without relaxing pro- 
fessional standards and should aid in 
attracting a greater number of quali- 
fied students to the actuarial profes- 
sion. 


Striking Contrast Revealed | 


A panel discussion of the social and 
economic aspects of health insurance 
revealed striking contrast in methods 
by which medical needs are being met 
in the U. S. and in Canada. The panel, 
moderated by C. M. Eddy, Connecticut 
General, included W. D. Bell, man- 
aging director Canadian Health Insur- 
ance Assn.; H. L. Rietz, Great Southern 
Life, and M. D. Miller, Equitable So- 
ciety. 

Mr. Bell summarized the degree of 
Canadian governmental encroachment 
in the field of medical care and its 
effect on insurance companies operat- 
ing under free enterprise. He noted that 
while generally the provinces were 
providing substantially toward the 
costs of universal hospital care plans, 
strong opposition was being offered by 
the medical profession to any further 
extension into other areas of health in- 
surance on a compulsory basis. 

He pointed out that Canada’s so 
called “free” hospitalization program 
is hardly free and that the amount re- 
quired through taxation or other means 
to meet full medical needs is about the 
same as required for Canada’s defense. 
He concluded that it is Canadian Health 
Insurance Assn.’s “sincere belief that 
further extensions of government ac- 
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tivity in the health insurance ‘ield tablished 
those now able to provide for the ff artmen' 
nancing of their own health care woy ferminati 
not be in the public interest.” insuran 

Mr. Miller described the status ‘Mr Riet: 
the various medical and disability bey hich the 
efit programs in New York where 99 ere being 
of the residents have some form 4 q surve 
health insurance, compared with th oncluded 
national average of 70%. He describe sing satisf 
the new legislation which requires thy ith respe 
group health insurance contracts grap ved that 
a conversion privilege at retiremey; , Texas SO 
and at a schedule of premium rat, wuld recei 
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Over 3,000,000 copies of this great book hay 
been sold . . . now you can hear the 13 principks 
of success in modern recorded form! A “ | 
for all who desire greater Wealth, Happi 
and Success! Complete script of the na 
is included. 

SMI-1313 High Fidelity, 12-inch, 33%4-¢ 


E 


| 
Hl 


Ben 
Sweetland’s 9 
powerful Cane 


4 


| CAN. 


te recorded ] 


HEART of | 
wrwie Ben Sweetlan: | 
4 


The ‘“‘Key to Life’s Golden Secrets”. . . po 
thinking and positive action . . : riches and 
piness ... freedom from worry and-de 
the very heart of the famous book, now 
12th printing. Complete with printed scrig 
the narration. ' 
3 High Fidelity, 12-inch, 33% rf, 


Earl a 
Nightingale's 
“THE: 
. STRANGEST: 
= \ ft SECRET” | ® 
The first great motivational record . . . tells 
how to become financially independent... 
to retire at the age of YOUR choice... 
YOU can succeed. A success story, proven 


thousands of personal triumphs! 
SMI-1200 10-inch High Fidelity 3% 
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New from S.M.1.! 
Elmer Wheeler’s 


“SELLING THE SIZZ 


“America’s number one salesman” gives 
world-famous talk...takes you step-by: 
through the secrets of successful selling. A 
12-inch long-playing record, with a comp 
script of the narration! 4 
SMI-1315 High Fidelity 33% r.p.m. 
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ce iield ty tablished by the New York insurance 
for the ff artmeni—the first instance of rate 
"are Wouljhtermination for health insurance by 
} ) jnsurance department. 

Status gf Mr. Rietz reviewed the methods by 
bility ben, nich the medical needs for Texas 
Vhere 99 ere being fulfilled. From the results 
e form of a survey which he conducted, he 

With thelncluded that all medical needs were 
' describes ing satisfied in a reasonable manner. 
{Wires thay vith respect to the indigent; he ob- 
facts granibrvyed that adequate facilities existed 
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nh Texas SO that a person unable to pay 
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jlosophy that all aid should be done 
: the local level, is doing a satisfac- 
pry job. He also indicated the ser- 
sness Of incurring the great costs 
nd dissatisfactions under compulsory 
vernmental systems both here and 
proad. 

In the discussion of group life, group 
%§ and pensions, of which D. D. 
dy, New York Life, was chairman, 
was noted that the upward trend 
claim levels for basic -hospital ex- 
pense benefits continues at about 5% 
pr year with no prospects of leveling 
f, The annual increase in claim costs 
er major medical and comprehensive 


BS | 


“We'd be busy all the time every day if we just had 
Anico’s complete line to offer.” 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 


r\ oS La 
NG TEE 


LIFE INSURANCE EDITION 


plans was estimated at 10% to 15%. 
Loss ratios at their annual rates for 
1960-61 policy years were estimated at 
slightly over 70% for Prudential, 80% 
to 85% for General American, 80% to 
83% for Aetna, and 80% for John Han- 
cock. It was suggested that perhaps an- 
nual increases in premium rate scales 
may be needed to keep pace with these 
trends and that actuaries must project 
claim levels two years into the future 
in setting rates to be charged for new 
business over the next year. 


Liberal Features Eliminated 


In discussing recent trends in com- 
prehensive major medical plan design, 
J. R. Williams reported that Lin- 
coln National has gradually eliminated 
liberal features in its plans to the point 
where it now offers only controlled 
plans with schedule limits on hospital 
room charges and doctor’s charges and 
coinsurance on all other covered char- 
ges. Messrs. Williams, Cody and C. H. 
Tookey, Occidental Life of California, 
pointed out that the rapid rise in costs 
of comprehensive coverage is against 
the best interests of most employers. 

Mr. Tookey also noted that charges 


MNO SALES LEADERS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A & H and H & S 
Policies 
Non-Medical to Age 45 
Be Annuity Conversion Rider (free) 
Be ‘wity Builder Policy for Pension 
| and Profit-Sharing Plans 
| (Ask about other specials) 


Money 9 


BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: COORDINATOR 
OF SALES 


AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 





incurred by persons insured under 
comprehensive plans in California av- 
eraged 18% more than charges incurred 
by those covered under basic plans or 
supplementary major medical plans. 
Considerable opposition to comprehen- 
sive plans has arisen among doctors in 
California. 

W. A. Halvorsen, Milliman & Rob- 
ertson, said there is a public demand 
and need for comprehensive coverage 
which must be met by expanding ben- 
efits under basic hospital-surgical-med- 
ical coverage if comprehensive major 
medical coverage continues to be res- 
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tricted by internal limits so that it no 
longer is either comprehensive or major 
medical. 

R. A. Hohaus, Metropolitan, reiter- 
ated the public demand for compre- 
hensive coverage and stated that plans 
without internal limits could be under- 
written successfully by adopting some 
of the applicable principles of casualty 
insurance, such as anti-duplication. Mr. - 
Cody noted that many large employ- 
ers are able and willing to exercise the 
necessary administrative controls to 
make such plans successful. 

As an added topic, E. M. Neumann 





























‘The Colonial Blacksmith’’ 


Like many of his neighbors, George Washington was forced to make 
many of his own tools and farm implements in the pre-Revolutionary 
days because they could not be secured from far away England. Eere 
he is shown forging a new plow. 


This reproduction is one in a series of eleven original oil 

paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 
A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 


CWashington National 
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ONLY 


1 LIFE EXECUTIVE OUT OF 1000 
CAN QUALIFY FOR THIS CHALLENGING OPPORTUNITY 


Fast growing Midwestern H&A insurance company is launching new Life Insurance 


Program and is anxious to contact brokers in 16 states. 


THE MAN WE WANT... 





.++is a Top Life Producer 


. +. @esires greater earnings 


.« has had underwriting experience 
.++is presently serving in similar executive capacity 


.+» wants to make this his final move 


IF... you’re THIS MAN 





for wanting to change and present 





income. All replies confidential. 





please ai comp ' " g 


Box U-16 
National Underwriter, 115 W. Jackson, Chicago 4, Ill. 














WANTED 
REGIONAL SUPERINTENDENTS 
Must have had successful experience in re- 
cruiting and developing full time Life and 
A&S agents. Age 28-45. Some college de- 
sired. Three positions open. Develop Mich- 
igan, Northern Ohio and Indiana areas. 
Ar- 
rangements—Group and Pension benefits 


Attractive Salary — Realistic Bonus 
—Company Auto and expense account. 
This Company is over 50 years old and is 
embarking upon an expansion program. If 
you are interested in this opportunity, sub- 
mit a resume complete with photograph to 
Box U-14, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. Inquiries 
held strictly confidential. 


SALT LAKE CITY 
General Agency Opportunity 


cee for qualified man with supervisory 
or agency management experience, proven 
ability to recruit, train and develop top 





quality life agents ..... large eastern 
mutual life pany will wel inquiries 
Poseues special interest in men familiar with 
Inter-Mountain area... .. full resumes 


and letters detailing life insurance ex- 
perience will be received in confidence 
ie tee reply to Box NY-40 c/o The Na- 
tional Underwriter Co., 17 John Street, 
New York 38, N. Y. 


discussed Prudential’s recently  in- 
troduced plan for insuring retired em- 
ployes under small employer’s group 
policies. He encouraged other compa- 
nies to make similar arrangements 
available to their policyholders. C. L. 
Weaver reported that New England 
Life has offered a similar plan with 
very little employer acceptance. 

Mr. Cody noted that New York Life 
now offers a conversion privilege to 
all employers and included it auto- 
matically for small groups. Mr. Tookey 
reported that Occidental has used a 
conversion privilege since 1934, with 
loss ratios between 80% and 90% on 
conversion policies, most of which have 
been issued at retirement. 

For employers with less than 25 em- 
ployes, J. B. Crimmins, Metropolitan, 
said his company used a special form 
of group annuity contract on the unit 
purchase basis, with standardized ben- 
efit and contribution schedules and 
simplified billings. The whole program 
is sold and serviced through its dis- 
trict offices. 

L. G. Logan, Continental Assurance, 
on the other hand, indicated that his 
company had rejected the ordinary 
group annuity approach in favor of the 
group permanent contract as the ap- 
propriate mechanism for small em- 
ployers. 

S. J. Kingston, National of Vermont, 
emphasized the advantages of an in- 
dividual annuity contract especially in 
cases designed to meet the needs and 
requirements of key and owner-em- 
ployes, with appropriate death benefit 
provisions in the event of premature 
death. 


Discuss Electronics 


The informal discussion on elec- 
tronics was moderated by J. S. Hill, 
Minnesota Mutual. M. Cueto, New York 
Life, and L. F. Slezak, Occidental Life 
of California, described the methods 
used to demonstrate to the state in- 
surance departments the validity of 
their valuation using magnetic tape. 
E. W. Bates, Western & Southern, and 
C. G. Groeschell, Northwestern Mu- 
tual, indicated how their home state 
insurance departments had been told 
of the plans and progress of their con- 
versions to electronic methods. W. J. D. 
Lewis, Confederation Life, stated no 
serious problems had resulted with the 
Dominion insurance department as a 
result of the use of electronic methods. 

A. Pedoe, research actuary, attribu- 
ted a large part of the continuing up- 
ward trend in unit expenses in recent 
years to the increase in the sale of 
term insurance. D. C. MacTavish, Mu- 














CREDIT LIFE OPPORTUNITY 


An old established stock company in the 
credit life field has an opening for an ex- 
ecutive experienced in office and field 
work. Individual to be considered must 
have minimum experience two years. Mini- 
mum travel. Salary commensurate with 
ability. Hospital and other benefits. Will- 
ing to relocate. All replies confidential. 
Send resume to Box T-86, National Under- 
writer Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 


ACTUARY 


Attractive opportunity for young experi- 
enced actuary (ages 25-35) in Los Angeles 
Home Office of fast growing Life-Accident 
and Sickness Company. 

If you desire a position of responsibility 
with the privilege of utilizing outstanding 
ability and imagination from which you and 
the Company can realize accelerated 
progress, write the Chairman of the Board, 
Box U-13, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois, giving 
full personal and business details regard- 
ing yourself, 





ACCOUNTANT 


Life Insurance operation of major multiple 
line company needs tant for 
statement preparation and statutory ac- 
counting. Life Insurance background pre- 
ferred but will consider casualty experi- 
ence. 

This is a rapidly growing operation that 
offers you good potential NOW and in 
the future. Complete benefit program 
including profit sharing. Salary based on 
ability and experience. 





Write! Box U-5, National Underwriter, 
175 W. Jackson Blvd., Chicago 
4, Illinois. 














LIFE UNDERWRITER 


Fast growing aggressive company in Los Angeles 
has opening for an experienced, executive type 
underwriter. Good salary and opportunity to 
grow with Company. Al! replies confidential. 
Send resume to Box U-I!, National Underwriter, 
175 W. Jackson Blvd., Chicago 4. Illinois. 











ACTUARY 


Opportunity for top position with expand- 
ing 45 year old Mid-Western company. 
Associate or recent fellow desired, with the 
initiative and flexibility necessary for top 
management. Send resume to Box U-I7, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 





CHIEF A&H LIFE 
UNDERWRITER 


If you are qualified to manage the Under- 
writing Department of a fast-growing, aggres- 
sive company, we have the opening. Don't 
reply unless you have had at least five years’ 
experience as chief underwriter, or first assis- 
tant with administrative supervision. We are 
located in Los Angeles and are prepared to 
pay for the right man. Your reply confidential. 
Box U-12, National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 














October 15, jshciober ! 
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students with the nature of the J any f 
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tuaries work. Also, he felt that ; lowing 
joint program of the society and May ded tha’ 
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oping more interest in the field of a? 
tuarial work. G. R. Chalmers, Cong’ $4", 
eration Life, was convinced of the neff” pg 
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ing schedule for the student if hf . nee | 
to be successful after he starts workj oe IAH 
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Move To Final Salary Plans bal, that 
J. P. Stanley, Wyatt Co. has fops” ie 
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plans compared to career average gif ear it 
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eeognized; also the potential for abuse. 
M the plans studied to date, many 
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which the vendor has no insurable 
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IAHU President F. Kenneth Stoakes, 
oyal Protective, Los Angeles, ascribed 


newspapthe abuses to competitive pressures. 
editors, “Bredit card people feel compelled to 
ed colult!itroduce flashier gimmicks to promote 
ity teactusiness, and insurance companies 
llege libritfetionalize that competition pressures 
‘rT orgallhem to write this sort of business. 


The best way for agents to combat 
am proper use of credit cards, Mr. 
cS On NCitoakes said, is to express disapproval 
lable “fe company management if the pro- 
her soufirams are written by their companies. 
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SHU Issues Credit Card Statement 


credit card holders, declared that oil 
companies whose credit programs are 
the subject of criticism were bound to 
find themselves “in difficulty” because 
“it was obvious from the beginning 
that their specifications made no pro- 
visions for a proper relationship with 
the insurance profession.” 


Pays Agents Commissions 


In a letter to IAHU, Alfred L. Gold- 
en, vice-president of special risks, 
pointed out that when Beneficial Stand- 
ard originated its program, it created 
“a mechanism for paying full insur- 
ance commissions and renewals to in- 
dependent agents and brokers.” He 
stressed that even though a broker may 
have arranged for the over-all pro- 
gram, his company still pays commis- 
sions to agents and brokers in each 
community in which the credit card 
holder resides. 

“Furthermore,” he declared, “wheth- 
er or not a particular state insurance 
department regulation calls for coun- 
tersigning by a resident agent, we also 
make a practice of having all such pol- 
icies countersigned by resident agents. 
The literature goes out to the credit 
card holder and the recipient has the 
privilege of submitting it through his 
o\wn agent or broker, on either a credit 
or cash basis, at no additional cost to 
him.” 

Mr. Golden said that his was the 
orly company at present using mass 
selling techniques of direct writers in 
behalf of agents and brokers. 


Rushfeldt Winner In Mass. Mutual 


Career School Graduates Campaign 

Collin H. Rushfeldt of Massachu- 
setts Mutual’s Votaw agency at Santa 
Ana, Cal., has won a sales contest 
conducted among the 22 agents who 
attended the 42nd home office school 
for career agents held earlier this year 
at the home office. The sales campaign 


—called “the field championship”—is 
conducted over a six-month period 
following the end of the career school 
and awards are based on volume, 
number of lives and commissions. Mr. 
Rushfeldt ranked first in all three cat- 
egories. 


N. J. Blue Shield Has 
Over-65 Health Plan 


New Jersey Blue Shield has offered 
state residents age 65 and over a med- 
ical-surgical health plan. The plan 
follows a companion hospital plan 
already offered by N. J. Blue Cross. 

Applications for the companion 
plans will be considered immediately 
for effective coverage starting Nov. 1. 
Eligible applicants will be required ‘to 
meet only reasonable health standards 
required of all persons seeking group 
enrollment. 

A single person over 65, applying for 
the Blue Cross-Blue Shield plans to- 
gether, will pay $16.46 per quarter for 
the combined coverage, which includes 
modified Blue Cross hospital benefits, 
or $20.13 per quarter if they want the 
more inclusive comprehensive Blue 
Cross coverage. 


New England Life Schmidt Agency 


To Have Exhibit At Business Show 

The Schmidt agency, general agents 
of New England Life at New York, will 
be a participating exhibitor at the Na- 
tional Business Show in the New York 
Coliseum, Oct. 24-28. Emphasis in the 
exhibit will be placed on pension and 
profit-sharing plans and tke various 
uses of business insurance. 

National Medical Services, Inc., a 
new agency, has opened at 1182 West 
Peachtree Street, Atlanta, and will 
write all forms of life and A&S busi- 
ness. The agency is headed by William 
E. McNeal, formerly with Jefferson 
Life & Casualty and Physicians Na- 
tional Life. 
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Grubbs Issues 
Show-Cause Order 
To W.O.W., Omaha 


(CONTINUED FROM PAGE 1) 
“failure to comply with the require- 
ments and instructions” of the director. 

—There exists among officers and 
directors of the society “strife, turmoil 
and discord to such an extent that the 
assets are in danger of misapplication 
to the detriment of the certificate hold- 
ers and the public.” 

—Management has “deteriorated be- 
cause of uncertain delegations of au- 
thority, delays in decision-making, con- 
flicts in instructions and other prob- 
lems.” 

—The society “failed, neglected and 
refused” to follow recommendations 
made by the department last May 16 
following an examination. 

Mr. Grubbs, who acted after con- 
ferring with Gov. Burney, said the 
show-cause order was the only ad- 
ministrative proceeding left for the de- 
partment to take and the only course 
open to him if he was to fulfill his ob- 
ligations as director. He said he hopes 
the society sees its way clear to comply 
with the requirements of the depart- 
ment and the statutes of Nebraska so 
that it may regain its outstanding rank 
among fraternal societies. 


St. Louis Assn. Heads 


Preview Coming Activities 

Presidents of St. Louis insurance 
associations gave previews of activities 
planned by their organizations for the 
coming year at the October meeting 
of St. Louis Life General Agents & 
Managers Assn. 

Participating in the program were 
Augustine S. Quinn, Mutual Benefit 
H.&A., A&S association; Joseph Krull, 
General American, CLU chapter; Clar- 
ence Sheata, Metropolitan Life, life 
agents’ association; and Harley J. Sim- 
son, Equitable Society, general agents. 


































































BUILD A SECURE FUTURE WITH... 
YOUR OWN AGENCY 


Built on the strong foundation of Central Standard Life’s 
new Career Contract that offers you: 


Completely vested Renewals for the 


premium paying period of the policy 
Substantial Override for general agents 


Accident and Sickness Plans— 
“your partner for Life” 


High Value Low Premium Life Plans 


Top First Year Commissions 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 

* liberal underwriting 





“The secret of success is Constancy to Purpose" 


Benjamin Disraeli 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 


In Force: $357,405,420 


“new approach” agent’s kit. Get full details by 


contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 


Agency Director. 


Assets; $107,284 ,880 
Surplus: $14,591,874 
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CENTRAL STANDARD LIFE 


INSURANCE COMPANY ~~ ' 
211 W. Wacker Drive Chicago 6, Illinois 
Life - Accident - Sickness 4 
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Beery Rebuts O'Mahoney Pro-Federa! Big Purd 


oosts production! 


4 Security's Planned Agency Development Program 


“SPAD gives an agency a real boost because of its emphasis 
on Agency builders’ schools, complete training programs, 
audio-visual merchandising, quality contracts, all combine to 


help the 


With SPAD, you know where you’‘re going... 


agency builder.’’. 


and tomorrow! 


Stuart C. Ferris, C.L.U. 
Agency Vice-President 


SECURITY 


LIFE- & ACCIDENT CO. 





DENVER 2, COLORADO 









today 


OF DENVER 


SECURITY LIFE BUILDING 





(CONTINUED FROM PAGE 13) 
surance business, shows a state av- 
erage 3.91%, the remaining amount 
or percentage going into general state 
revenue, in practically all cases.” 

Three members of the Senate sub- 
committee issued “dissents” to the ma- 
jority report, Mr. Beery noted: Dirk- 
sen of Illinois, Hruska of Nebraska and 
Wiley of Wisconsin. Mr. Beery rec- 
ommended that insurance men read 
“the interesting outline of the basic 
federal-control philosophy as espoused 
by Sen. O’Mahoney and other adher- 
ents, as contained in the Dirksen- 
Hruska statement, which philosophy, 
they say, has permeated the current 
and recent federal investigations com- 
mencing with the temporary national 
economic committee.” The statement 
is contained in Senate Report. No. 
1824, 86th Congress, 2d session. 
Questionnaires A Poor Source 

Mr. Beery noted that the informa- 
tion used as the basis for the O’Ma- 
honey report was obtained through 
questionnaires. 

“T doubt that such a method could 
develop any really worthwhile infor- 
mation as to the quality of examina- 
tions. Such quality, in my opinion, 
could only be determined by partici- 
pation in the actual work, plus a thor- 
ough and careful, examination of the 
papers involved, from the examina- 
tion’s inception to its completion. In 
addition, it would seem necessary, to 
determine the quality of a single ex- 
amination, that one go over the work- 
ing records of previous examinations 
as well. 


Concedes It’s Not Perfect 

“I have no illusions that everything 
about state insurance regulation is per- 
fect. We realize our laws must be kept 
in good repair. Currently, both at the 
state and the National Assn. of In- 
surance Commissioners’ level, there 
are definite areas where improvements 
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sioners of these United States have af fit provis 


tained a high record of regulatgs discussior 
achievement within the letter ang ni J old-age ! 
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gress as a state responsibility, It is completel. 
record of growth in stature and conJon the st 
petence by the state insurance «J effect giv 
partments and of the National Assn, f potential 










































Insurance Commissioners.” pility of ‘ 
Mr. Qué 

. nique” of 
Public Got A Break ncome of 
ie e ing the so¢ 

In 1959 Legislation Je also ur 
(CONTINUED FROM PAGE 14) jons that 

take a comprehensive survey of jtgocial sec 


entire governmental and agency ¢ 
ganizational structure, as well as fig. 
affairs of the state, New York exten 
ed its joint committee on health # 
surance plans to March 31, 1961, a 
continued its long-running joint com 
mittee on insurance rates and regul 
tion until March 31, 1961. 


Could Be Significant, Trying Year 








“It seems appropriate to obser 
that 1961, just over the horizon, cou 
be a truly significant and trying yea 
for our business and all others,” y 
Kastner observed. “Forty-seven staj 
legislatures and the U. S. Congre 
will be in session. Budget requir 


ments always present a problem. ] co, 
numerable states will be hungry f 
increased revenue. Other importa 
matters will make their appearan 

Son Francisco 


in the legislative halls. One need nj 
be a seer to forecast the possibili 
that legislation next year may easi 
send us into orbit, instead of permi 
ting us to remain earthbound.” 


Ww 
( 


Lansin 


Discuss How Life Can 
Aid College Endowments 


Use of life insurance to assist priva 
college endowments was discussed at 


811 Americar 


dinner given by American Educatio E. P 
Life at Nashville. C 
Philip J. Goldberg, New York i Auc 


ance consultant, described in det 
how life insurance can be used to b 


tinct tax advantages to insured. Pre 
idents and deans of over 20 priva 
colleges attended the dinner. 

Stock in American Educational Li 


is being sold at $25 per unit of fi , 
shares, of which four shares are cla . 
2801 North M 


A common voting stock and one sha 
is class B common non-voting. 
non-voting stock is donated to Ed 
cational Foundation Inc., with the i 
vestor naming the private school { 


his choice to receive any subsequél NELS¢ 

earnings therefrom. Over 100 priva Con 

schools have already been named 
er 


beneficiaries of the program, accordl] 
to E. R. Derryberry, president. 





Harrisburg Agents Will  — 

Hear New NALU President | ,,. 
William E. North, the new presideg HOWARD E. 

of NALU, will be the speaker 4 at 

meeting of Harrisburg Life Underwt Consulting Act 


ers Assn., Oct. 19. Guest assoctatiall 259 N. MERIDIA 
the meeting will be those from bs. 
Lancaster, Hanover-Gettysburg, 
ing, Lebanon Valley, Franklin Col ua 
Schuylkill County and Susquenal I 








vr 
Valley. ig 
Mr. North, who is manager for \4 Mana 
York Life at Evanston, II1., will ov 342 
some of the major trends and devg Ne 


ines 


opments in the life insurance b 
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| BigPurdue Health Clinic Has Good Response 
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(CONTINUED FROM PAGE 10) 

Mr. Quarto spent much of its time on 
the new social security disability bene- 
fit provisions. It was apparent from the 
discussion that the publicity over the 
old-age medical care benefits in the 
act had blinded many of those present 
to the fact that the same bill also 
completely removed the age limitation 
on the start of disability benefits, in 
effect giving every family prospect a 
potential base income in case of disa- 
pility of $254 a month. 

Mr. Quarto recommended the “tech- 
nique” of laying a base-line disability 
income of private insurance and “hang- 
ing the social security benefits on top.” 
Je also urged avoiding sales presenta- 
jons that point out the weaknesses in 
ocial security disability provisions. 


ACTUARIES «||| 


BOWLES, ANDREWS & TOWNE, Inc. 
CTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA NEW YORK 
DALLAS MIAMI 

































COATES, HERFURTH & 
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Consulting Actuaries 


Son Francisco Denver los Angeles 








WILLIAM C. CONLEY 
Consulting Actuary 


lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 








“Bourse Building 


E. P. HIGGINS & CO. 


Consulting Actuaries 
Auditors and Accountants 

Pension Consultants 
Philadelphia 6, Pa. 


“Hammer at the weaknesses in any 
law, and the public reaction is, ‘Let’s 
amend the law,” he said. “By just 
such tactics, we’ve dug ourselves into 
a pit with the death provisions of the 
law,” he charged. This viewpoint did 
not receive 100% acceptance. The social 
security issue should be met head-on, 
not avoided by the insurance man, a 
number argued. 

Thursday evening was devoted to a 
presentation of developments in sub- 
standard by Gerald Parker, A&H sec- 
retary of Guardian Life. He described 
the two main approaches to substan- 
dard: “Qualified condition,” and rated 
premium. Both have their advantages 
and disadvantages, he reported. 

Under the qualified condition ap- 
proach, he explained, standard cover- 
age is issued on everything except the 
substandard condition. A separate set 
of provisions is used to cover the con- 
dition, with a premium rating and, 
usually, limitation of duration of bene- 
fits. This approach will take more 
badly impaired risks than rated premi- 
um. 


Explains Rated Premium Approach 


Under the rated premium approach, 
used by most companies in the sub- 
standard field, additions are made to 
the total premium, but the policy is 
issued without restrictions as in the 
life insurance field. Very bad impair- 
ments might occasionally call for both 
a rated premium and a rider. 

Guardian, Mr. Parker reported, is 
using the rated-premium approach and 
teking as many impaired cases as pos- 
sible under it. “If we’re right, we want 
to get to the market before others do,” 
he explained. “If we’re wrong, we want 
to know it as quickly as possible. 

“Sub-standard has made the differ- 
ence between the agent with middle- 
aged prospects ignoring health insur- 
ance and selling it,” he said. “To date, 
there is nothing about our loss ratio 
that scares us.” 

At the concluding session Friday, 
E. J. Peters, insurance company man- 
agement consultant .of Indianapolis, 
discussed the fundamentals of rate 
computation in the health field. He 
warned that the expense factor in rates 
is often not given enough study. “There 
is a tendency to copy rates,” he ad- 
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New California Insurer 


Heritage Life of Los Angeles has 
been organized as a_ subsidiary of 
Capital Shares, which is investing $1 
million in Heritage stock. The presi- 
dent of this new company is G. J. 
Knight, former governor of California. 
He says he believes another life com- 
pany domiciled in the state “can do 
much to provide additional funds for 
industrial expansion.” 

Others associated with the company 
are Neil Flenner, vice-president and 
director, former agency director of 
Civil Service Employees of San Fran- 
cisco and former agency superintend- 
ent of American Travelers Life; Owen 
Jameson, secretary, a San Francisco 
attorney; Robert Branch, a director, 
formerly with Consolidated American 
Life of Chicago as vice-president and 
treasurer and still a director of that 
company, and Lowell B. Martin, vice- 
president and treasurer, former treas- 
urer and chief administrative execu- 
tive of Forest Lawn Life. 

Robert F. Provost, executive direc- 
tor Minnesota Insurance Information 
Center, explained the background and 
functions of the center at a luncheon 
meeting of Insurance Club of Minne- 
apolis. 





LIFE INSURANCE EDITION 


mitted, “but unless the expenses of 
both companies are the same, the one 
doing the copying can be led astray 
badly.” He also urged holding in mind 
that the insured has a higher degree 
of subjective control over the claim 
than does the life insurance policy- 
holder. 

Willard C. Thomas, regional group 
supervisor of American United, dis- 
cussed group. There is nothing new in 
the field of group, he admitted, but 
urged agents, “Don’t be ordinary; stoop 
to group.” 

Charles Ray, executive vice-presi- 


43 


dent Associates Life, discussed varia- 
tions available in major medical plans 
and the tax aspects involved. “Show 
the prospect how far beyond a basic 
plan major medical coverage goes and 
what it means taxwise,” he urged. 

William Wells, Wells & Co., Indiana- 
polis, outlined the coverages avail- 
able in the special risk field and their 
application. The available policies 
cover four fields: Travel, sports, special 
events, and key man salary contin- 
uance for benefits as high as $200 a 
week running for life on both accident 
and sickness. 
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DEMOCRACY IS NOT 





A PARTY 


..IT’'S A 
WAY OF 
LIFE! 








ALL AMERICAN LIFE & CASUALTY 
COMPANY believes... 










—not just rent it! 


yourself and your heirs. 


larger production. 


** Building 
for 
Billions" 


... You deserve to own your own business 


.. You should have vested interests for 


... You should have policies designed to 
meet the wants of your prospects. 


... The producer should be awarded a 
greater percentage of commissions for 


... The producer should receive a greater 
percentage of renewal commissions for 
a job of quality production. 


. .. Men gravitate to what is best for them- 
selves and their families. 








Why not investigate NOW one of the most talked about 
companies in America and learn the startling facts about 
Democracy in action—through the outstanding contracts 


and policies of All American Life & Casualty Company. 
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WRITE: 

Mr. E. E. Ballard, President 

All American Life & Casualty Co. 
All American Bldg., 505 Park Place 
Park Ridge, Illinois. 





AMERICAN 


CHICAGO, ILLINOIS 


PARK RIDGE, ILLINOIS 
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e pluribus unum 


THE MOTTO, as you know, means “from many—one.” 
In other words, there is strength in a group. 


Employers in American industry wisely apply this 
idea to Group Insurance. Faced with serious compe- 
tition for the services of good workers, they look upon 
Group Insurance as a sound means of attracting and 
holding top-notch personnel. Employees are also 
enthusiastic, since this attractive employment fea- 
ture provides them with basic protection upon which 
to build their individual insurance programs. And 
too, it introduces the advantages of life insurance to 
many who might never have recognized its full 
benefits. Thus, employer, employee—and agent— 
benefit and gain strength from Group Insurance. 


Provident Mutual has everything needed to sell 


Group Insurance—and sell it well. For example, 
Provident Mutual offers every major coverage in- 
cluding pensions; benefits can be custom fitted to 
exact employer needs. Through these services the 
Company presents an excellent opportunity for 
brokers, and especially for agents with companies 
not active in the Group Insurance market. 

The motto, e pluribus unum, works well for the 
seller, too! Coverage for many combined into one 
profitable sale. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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